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ETROPOLITAN FIGURES 
GIVEN BY HALEY FISKE 









only me 

wetee Report Presented at Annual 
en 

people Managers’ Conference Shows 

€ insur Tremendous Totals 

at some} 





rs remo 
it unkno 
magnifey 
th the g 






SHOW YEAR’S EXPERIENCE 










falling 

iritual Comment Made on 1924 Results 
Fn, fs and Conditions Now in 

a glona Field 





investme 
> sound 
the insti 
but ab 
ie integn 
lerican 
will a 
ing too 








NEW YORK, Feb. 5.—President 
Haley Fiske announced at the annual 
meeting of the Metropolitan Life man- 
agers held here last week that the in- 
crease of insurance in force for 1924 was 





HALEY FISKE 
President, Metropolitan Life 


$1,284,230,701, bringing the total of in- 
Surance in force up to $10,522,484,769 on 
32,447,644 policies. 
the Metropolitan Life at the end of 1924 
amounted to $1,628,174,348, an increase 
during the year of $196,774,930. The 
surplus in 1924 was $91,088,070, and the 
mcome $457,173,167. The reinsurance 
fund was $1,451,693,897, and the reserve 
for dividends payable in 1925, amount- 
ing to $32,694,131, was distributed as 
follows: Industrial policies, declared De- 
cember, 1924 $12,779,005; ordinary poli- 
cies declared in 1924 $8,001,793; ordinary 











Policies declare 

| 913.338 d, January, 1925, $11,- 
“— Shows Tre a Rust 

assist . The daily average of the company’s 
ctuatt usiness during 1924 was: 1,405 claims 
eal pe 17,813 policies issued and. revived; 
neti =a new insurance issued revived 
ion % ; creased; $1,033,684 in payments to 
e ke and eolders | and addition to reserve, 
ye of $647,286 in increase of assets. The 
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N striking contrast to the feeling of 


the life insurance companies some years 
ago, is the spirit of good will and cor- 


the great majority of the offices. Proof 


felicitations that passed between Presi- 


Life and President Edward D. Duffield 
of the Prudential, during the annual 
gatherings of the chief field representa- 
tives of the two companies held coinci- 
dentally during the past week. 

* * * 


The message of Mr. Fiske read: 
“Metropolitan managers in convention 
assembled send greetings to the Pru- 
dential management at their convention 
and wish it success. They congratulate 
the Prudential upon its splendid year of 
business. They note with pleasure and 
sympathy the celebration of its golden 
year and wish for it in 1925 the greatest 
business in its history and its continued 
prosperity.” 


To that Mr. Duffield replied: “The 
cordial message by the Metropolitan 
managers was received with enthusiasm 
and appreciation by the members of the 
Prudential convention this morning. I 
have been instructed by them to convey 





* * * 








of which $1,093,892,089 was ordinary, 
$995,313,476 industrial and $426,523,281 
group. Of the $10,522,484,769 insurance 
in force, $5,307,887,075 was ordinary, 
| $4,352,250,399 industrial and $862,347,- 
| 295 group. 

| Had Huge Conference 
| 





| The entire conference, on a_ scale 
| which might be expected from a com- 
| pany having such a financial statement, 
| was characterized by the greatest en- 
thusiasm and company spirit. 
mately 650 managers and assistant man- 
agers were present and a group of the 
leading agents of the company. The 
spirit of friendship and good will which 
characterizes the relations betwen the 
| company officials and the field men was 
evident throughout, and the intreduction 
| of each of the home office officials was 
the signal for an enthusiastic storm of 


of the five hour sessions held without 
intermission. Most noteworthy of all 
was the loyalty and affection displayed 
for President Fiske, who presided at the 
sessions both Thursday and Friday. 
Saturday was given over to intimate 
group discussions of various problems. 
In appreciation of this loyalty of the 
field force to the company President 
Fiske announced the new pension plan 
to be put into effect immediately. 


Comments on 1924 Experience 


President Fiske reported a slightly im- 
proved ratio for the company as a 
whole amounting to about 0.6 percent, 
bringing the ratio down from a little 
over 29 percent to 28.5 percent. Mr. 
Fiske said that this expense ratio is 
still too high, and that the company 
hopes to decrease it still further. The 
company is working on new contracts 





bitter rivalry and not infrequently of | 
vicious contention that obtained among | 


dial cooperation that now exists among | 
of this was afforded in the exchange of | 


dent Haley Fiske of the Metropolitan | 


Approxi- | 


to your convention their cordial recipro- 
cation of your good wishes and to ex- 
tend to the Metropolitan their congratula- 
tions for the wonderful record made by 
| them in the year just passed, and our 
best wishes for their success in the years 
to come. We welcomed your message 
| as evidencing a spirit of friendly coop- 
| eration in the great work in which our 
two companies are jointly engaged.” 
* * 


The Prudential family also sent greet- 
ings to President Coolidge couched in 
the following language: “The biennial 
| convention of the Prudential Insurance 

Company, consisting of several hundred 
| representatives from all over the United 

States and Canada, remembering with 
grateful appreciation your presence at 
our convention two years ago and the 
| force and value of the statements which 
you made at that time, wishes in this 
manner to pay its respects and send 
greetings. While we realize that under 
existing conditions it is impossible for 
you to be present on this occasion, we 
cannot refrain from expressing our 
pleasure at your hearty endorsement of 
everything which makes for the protec- 
tion of the home. We also desire to 
pledge our utmost support in your 
campaign for economy in public expen- 
ditures.” 


for industrial agents, on the theory that 

too high commission is paid for the 
mere collection of premiums, this being 
14 percent. The purpose of a debit is 
to support an agent, but he should be 
encouraged to secure new business. Mr. 
| Fiske said that the collections could be 
made for 5 percent, but the company 
must give more to the agent on collec- 
tions in order to afford them an ample 
living salary. The new contract gives 
smaller collection fees, but increases the 
number of times the special salary is 
| paid. The purpose is to provide a fair 
| compensation for the ordinary collec- 
tion work and better compensation for 
the men who really work their debits. 
The average premiums for 1924 were 
approximately 21 cents and the average 
| net premium 14.79 cents. 


Now Leader in Group 


applause and cheering, which showed no | 
signs of lagging, even towards the close | 


With its production of group in 1924 
| to the extent of $426,523,281, the Metro- 
politan Life took first place in the pro- 
duction of this type of business, accord- 
ing to the announcement, writing 28 
percent of all the group business written 
by all companies. The year before the 
Travelers handled the largest volume of 
this business but it was announced that 
the Metropolitan Life has taken first 
place in this as well as in ordinary. 
The company now has nearly $900,000,- 
000 of group on the books and last year 
more than 80 checks a day were written 
for accident and health claims under 
group policies, the average of sickness 
being 7 weeks, with one week’s elimina- 
tion. The Metropolitan has five branches 
in its group division, writing life, acci- 
dent and health, accidental death and 
dismemberment, insured savings, and 
pension, similar to ‘the system offered 
(CONTINUED ON PAGE 21) 
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PRUDENTIAL MEN HAD @& 
BIENNIAL CONVENTION 


“Service to Policyholders” Was 
Keynote of Session at 
Home Office 


YEAR’S PROGRESS SHOWN 


President Duffield Comments on World 
Problems, As Well As Business 
Conditions 


NEWARK, N. J, Feb. 5.—“Service to 
our was the note that 
dominated the biennial convention of the 
chief field representatives in the United 
States and Canada of the Prudential, in 


policyholders” 





E. D. DUFFIELD 


President, Prudential 

session at this city last week. It was 
voiced by President E. D. Duffield when, 
in his opening address he said; “Let us 
together make this a year of real service 
to those who are already within our 
fold. Let us make it a year of real serv- 
ice to those who are policyholders of the 
}company. Let us make it by this co- 
operation a year in which many millions 
| will again be thankful for the wisdom 
that conceived and for the ability that 
is carrying out Prudential policies. Let 
us make this a year of service to the peo- 
ple of these United States and Canada 
by extending more widely than ever 
before Prudential protection. You and 
I know what our task is.” The thought 
was stressed by all subsequent speakers, 
and concrete plans for attaining the de- 
sired end were determined upon at the 
various group gatherings that followed 
the general sessions. 

Basia of Rapid Growth 


The thought that the interests of the 
policyholders were paramount has been 
consistently followed by successive man- 
agements of the company. Because of 








(CONTINUED ON PAGE 20) 
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BLACKBURN IS_ BACK 


RETURNS FROM LONG TRIP 





Comments on Florida Tourist Rush 
and Compares With 
California 





OMAHA, NEB., Feb. 4.—“Florida is 
feverishly excited,” remarked Thomas 
W. Blackburn, secretary of the Amer- 
ican Life Convention, on his return from 
a flying visit to, both coasts and across 
the peninsula. 

“The tourist centers of Miami and St. 
Petersburg are surging with northern 
visitors. The season is at its height 
and never before at this date were there 
sO many visitors in these centers of win- 
ter activity. Not only are these widely 
known playgrounds of the Atlantic and 
Gulf coasts busy housing folks, but the 
commercial centers, like Jacksonville and 
Tampa, are filled with visitors and every 
village and small city is taxed to its ut- 
most in providing for this very large 
crop of tourists. 

Real Estate Men Busy 


“In addition to the hotel and boarding 
house business and consequent activity 
of those who provide food and trans- 
portation and amusement, the real estate 
men are the busiest people you ever saw. 
St. Petersburg has 3,000 licensed real 
estate salesmen and I fancy there are 
5,000 in Miami, The host in the other 
cities, towns and villages is legion. In 
fact, real estate offices are not uncom- 
mon on the highways far from the 
centers. 

“Everybody talks and thinks in lands 
and lots. Southern California in its 
palmiest days may have had more real 
estate men and probably sold more lots, 
but Florida bids fair to break that re- 
markable record. A Los Angeles man 
told me last summer that there were 
9,000,000 lots platted south of the Santa 
Barbara mountains. He was not dis- 
turbed, however, for he remarked, ‘There 
are 110,000,000 people in the United 
States and they all want to come out 
here. We shall need more lots when 
one-tenth of them have landed in this 
blessed country of climate, sunshine and 


flowers.’ fa 
All Want “Tn” 


“Everybody seems anxious to get in 
on the Florida boom. Property is ad- 
vancing with phenomenal rapidity, and 
thousands of people are actually making 
money. Some of them are profiting 
fabulously. Rich men have turned their 
eyes toward Florida for many years, but 
since the amendment. to the 
stitution was proposed, forever exempt- 
ing citizens from state income and state 
inheritance taxes, men of means have 
fairly flocked to the southern peninsula. 
They are putting money into projects 
of great importance too. 

“Some people call this a wild hulla- 
baloo which will ultimately bankrupt 
thousands and embarrass communities 
which are voting bonds for public pur- 
poses ranging from ditches, canals, high- 
ways and bridges to advertising maga- 
zines, all at the taxpayers’ expense. 
Others point to the depression in truck 
farming and citrus growing as a warn- 
ing. 

. Nearer Than California 

“Personally I believe Florida has just 
begun to grow in population and devel- 
opment of resources. The real estate 
boom is probably ephemeral but we must 
not forget that Florida is fifty years be- 
hind Southern California. She is two 
days nearer the wealthy East and one 
day nearer the prosperous middle west 
than Los Angeles. 

“What happened in southern California 
and continues to happen there and will 
everlastingly happen there, may be re- 
peated in Florida. 


Tax Exemption “Beat” 


“One thing can be said for the Flori- 
dians—they beat California to the idea 
of capitalizing tax exemptions. 


While 


lorida con- |; 





WANTS CODE REVISION 


SMITH’S PLAN IS INTRODUCED 


Standard Provisions as Revised by 
Thomas P. Nelson Now Up Be- 
fore Wisconsin Senate 


MADISON, WIS., Feb. 5.—Senator 
O. H. Johnson, former deputy insurance 
commissioner of this state, introduced 
today a revision of the insurance code 
at the instance of Commissioner Smith. 
It covers 260 pages, embracing 14 chap- 
ters. Commissioner Smith called in in- 
surance men _ representing different 
classes and in addition he secured the 
services of former Commissioner W. A. 
Fricke to assist in the revision work. 

The chapter relating to the standard 
accident and health policy, being Chap- 
ter 206 of the revision, is almost wholly 
rewritten under the supervision of 
Thomas P. Nelson, for many years as- 
sociated with the health and accident 
work of the Wisconsin department. Mr. 
Nelson states that the purpose of the 
proposed revision is to remove ambigui- 
ties and indefiniteness from policies of 
health and accident insurance and from 
the future operations of that business. 
The revision distinguishes, by definition, 
“personal accident” from disease or 
sickness and requires that all be covered 
by such insurance unless specifically 
excepted and exceptions are limited to 
disease and accidents and not to race, 
sex, occupation, exposures, etc. Losses 
are classified into three classes, loss of 
life, time, and other than time, as dis- 
tinguished from the present practice of 
limiting and restricting each loss by 
circumstances existing at the time of 
loss. The proposal is made that the 
amount of insurance for each class of 
loss shall be definitely stated, thus 
enabling the cost, based on loss sus- 
tained, to be ascertained, and a proxision 
is inserted to do away with premiums 
based on guess work and to eliminate 
gambling from the business. 


Launch Three Months’ Contest 


Robert E. Whitney, inspector of agen- 
cies in the central department of the 
New York Life, has sent out a notice 
to all agency directors in the central 
department of an efficiency contest to be 
conducted during February, March and 
April. The campaign will close with 
the spring conference of executive 
officers in Chicago in May. Quotas 
have been assigned to each agency and 
the leaders will have seats at the honor 
table at the spring conference. The 
central department closed January with 
$3,700,000 of business over January of 
last year and the prospects are for a 
record breaking business in the months 
to come. 





the Golden State has been scheming to 
derive state revenue from the tourist, the 
Alligator State has opened wide the in- 
vitation to accumulated wealth to abide 
in its sunshine, 

“It will not surprise me to see the 
federal income tax collected in the 
Florida district five years hence ex- 
ceeding the federal income tax of many 
of our very prosperous northern com- 
monwealths. The states which levy 
state income and state inheritance taxes 
will undoubtedly lose to Florida some 
very excellent citizens. 

“The income tax should be left to the 
federal government and the inheritance 
tax to the states. It is a mistake for 
the former to levy the latter form of 
impost and for the states to imitate Con- 
gress in assessing incomes. We are all 
taxed too often and too much and the 
wealth of America greets Florida with 
gratitude and substantial evidence of 
its appreciation of the theory which last 
November by an almost unanimous 
vote became a part Of the state constitu- 
tion.” 





ADOPTS PENSION PLAN 


——— 


UNIQUE SYSTEM WORKED OUT 
Metropolitan Has New Program for Re- 
tirement Income, Open to Other 
Employers as Well 





At the annual managers’ conference 
of the Metropolitan Life, President 
Haley Fiske announced that the com- 
pany has undertaken to inaugurate a 
pension system for the benefit of its 
agents and home office employes. The 
plan has been worked out by the actu- 
arial department with the assistance and 
advice of most of the large institutions 
which have pension systems. It was 
found that most of these systems are 
unsound and unsatisfactory, and it is 
thought that this is the first really scien- 
tific scheme ever advanced. The confi- 
dence of the company is shown by the 
fact that it has put the plan into opera- 
tion within its own ranks, as well as of- 
fering approximately the same thing to 
other employers through its group de- 


partment. 
Adopt New Pian 


According to the plan of operation, 
each year the company will, at its own 
expense, purchase deferred annuity 
bonds for each employe with more than 
5 years of service, providing $1 per 
month income commencing at age 65 
for males and 60 for females, providing 
20 years of service have been rendered. 
These group annuity bonds will remain 
the property of the company as they are 
purchased year by year until the com- 
pletion of 30 years’ service, when all the 
bonds purchased on account of the em- 
ploye will be delivered to him. Each 
year thereafter a retirement bond will 
be purchased by the company and de- 
livered to the employe upon comple- 
tion of that year’s service. If an em- 
ploye leaves the service of the com- 
pany, the pension is his to begin at age 
65 and will be paid on account of serv- 
ice rendered, guaranteed by the bonds 
given him. 

Employe May Buy More 


In addition each employe in the home 
office or the field with more than 5 years’ 
service can buy each year for himself 
in cooperation with the company a de- 
ferred annuity bond. This is paid for 
by contribution for each of the 12 
months and will provide annuity at $1 
a month, commencing at the normal re- 
tirement age and continuing for life.” In 
the event of death occurring prior to 
the age at which the annuity begins, the 
total contribution made to these bonds 
will be paid to the beneficiary or es- 
tate of the employe, and should the an- 
nuity payment commence, it will be con- 
tinued for 10 years at least and as long 
thereafter as the employe lives. Should 
any employe leave the service of the 
company or cease contributing for new 
bonds, the cash value thereon may be 
had upon surrender, this value equalling 
the employes contribution with interest 
at 4 percent to the date of withdrawal. 


Company Aids Employes 


The company will assist all purchas- 
ing these bonds by assuming the in- 
crease in cost, in appreciation of loy- 
alty and years of service, inasmuch as 
the cost of the bond increases with each 
advancing year of age. As a result, 
the cost to the employe will be a level 
amount as to each $1 of annuity de- 
pending upon the age of the employe at 
which he bought his first bond. For 
a present employe, who becomes a con- 
tributor at the inception of the plan, 
the age determining the cost will be 
that age at which he first would have 
become eligible had the plan always 
been in operation, the company assum- 
ing the difference in cost of the bond. 
The company will also provide a sepa- 
rate group disability benefit at its own 
expense for all employes purchasing this 
bond, giving benefits to employes who 
become totally incapacitated, of one- 





COMMENTS ON RESULTS 


———_— 


STATE MUTUAL LIFE’S YEAR 





President Wright Hits Some High Spoy 
in His Report on 1924 
Operations 





President B. H. Wright of the Stat 
Mutual Life in submitting his annual re. 
port shows that $3,376,105 has been se 
aside for the payment of dividends this 
year, which is 13% percent over the pre. 
vious schedule. The new business las 
year was $55,871,526 of which 82.69 wa 
on the life, 6.58 on the endowment anj 
10.73 on the term plan. The termin. 
tions amounted to $23,085,267. T he in- 
surance in force is $430,969,318, increas 
$32,786,259. The average age of dece. 
dents last year was 55. 

Of the investments made last year, 
mortgage loans yielded 5.78, government 
and other public bonds 4.64, railroad 
bonds 5.43, public utility and other 
bonds 5.39. The largest investment for 
the year was in mortgage loans. Presi- 
dent Wright says that these loans for 
the most part on central business prop- 
erties are located in the larger cities. 
The amount loaned represents an aver- 
age of 33 percent of the actual value 
There was an average rate of 5.56 se 
cured on the year’s investment. The 
demand for policy loans was_ greater 
than in the previous year. Over 8 
percent of the insurance surrendered in 
the State Mutual last year had been 
previously incumbered by policy loans 

New York is the leading state for the 
company in new business, it being $9; 
866,757. Massachusetts comes next with 
$9,064,995. Then follows Ohio with 
$7,060,219. Illinois is fourth with $- 
725,939, Michigan is next in rank with 
$2,955,807. Pennsylvania has $2,883; 
128. 





Made Superintendent of Agents 

Oak E. Davis, Nebraska state mat- 
ager of the Security Mutual Life, has 
been made general superintendent of 
agents for the company, with headquar- 
ters at Lincoln. He has named his 
brother, who was recently made supet- 
visor of Nebraska agents, to the post 
of field supervisor. Hyde, who 
as assistant secretary of the company 
has looked after the field outside of Neb- 
raska, will take on duties conn 
with the issuance and expediting of pol 
icies and other matters in connection 
with that department. 

The Security Mutual wrote over $- 
000,000 last year in the seven states @ 
which it operates. Nearly $4,000,000 o! 
this was produced in the territory mat- 
aged by Mr. Davis. He proposes im 
mediately to organize the outside fiel 
along the same lines that have made for 
increased production in Nebraska, that 
of the city manager plan. A city mat 
ager trained in the home office will be 
put in charge of an office in every cil 
of 10,000 inhabitants or more i the 
company’s territory, and he will orgat 
ize and train his own men. 


New England Mutual Meeting 


The New England Mutual Life Get 
eral Agents Association is holding “1 
annual convention at the Drake hote 
Chicago, Thursday and Friday of the 
week. President Daniel F. Appel, Vice 
President George W. Smith, Superit 
tendent of Agents Glover S. Hastings 
Secretary Frank E. Partridge, Assistatt 
Actuary J. Walter Lebbets and 
E. W. Dwight, medical director, will 


present. _ 





third salary for home office employes 
and one-third of the average weer 
earnings in the case of field employs 
exclusive of commissions on personal oF 
dinary writings, for the six months ~ 
mediately preceding incapacity, but ! 
neither case to exceed $140 a mom 1 
This entire pension fund will become ¢ 
fective Feb. 15, 1925. 
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SERVICE BACK OF SALES 
IS MOST IMPORTANT 


E. S. Albritton of Dallas Stresses 
the Points Needed in Business 
Building Program 
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5—E. S. Albritton, head of the E. S. 
Albritton agency of the Jefferson Stand- 
ard Life at Dallas, Tex., was one of the 
main speakers at the annual Life Under- 
writers Sales Conference. Mr. Albrit- 
ton’s subject was “The Joy of Selling.” 
He has had extended experience as a 
rate book man, home office agency super- 





ELMER 8. ALBRITTON 
Manager Jefferson Standard Life 


at Dallas 


intendent and general Mr. 
Albritton said in part: 

Let us discuss a few of the funda- 
mentals of salesmanship and see how 
we can successfully use this new ad- 
junct of selling to bring us added suc- 
cess and that never to be despised— 
added remuneration. If you please, let 
us look at “Service” as an added tool 
in our kit bag—a new weapon in our 
armament for the great fight against 
poverty and squalor. 

Education a Big Factor 

Education of the life underwriter is 
a big factor in building of sales or- 
ganizations. It is a fact, that the idea 
of “Service,” which can be used by 


agent. 





: general agents and managers to build 
tel, a successful organizations and better 
the nes, the same “Service” which mini- 
“a nd failure on the part of salesmen 
cn . which should be demanded by them, 
“4 ~- SO simple and so far removed from 

wness that the failure to adopt it is 
. almost criminal. 


7 . 

+. We all smile when we hear of the new 
recruit who receives a half hour of con- 
- yersation, a rate book, a few applica- 
= & t some musty literature, a pat on 
a ack and is sent out with the great 
Owledge that the world is his. He 
6, Peas in a few weeks or months with 
- Sorrowful tale that a few hundred 
Ousand other souls have a first mort- 
in ere on this sour old world which he 
‘eved was his own private property. 
y © is to blame for this condition? 
ou are, Mr. General Agent and Man- 

(CONTINUED ON PAGE 18) 














GIVES YEAR’S FIGURES 


——_ 


COMMENTS ON CONDITIONS 
President Duffield of Prudential Pre- 
sents Review of 1924 Experience 
and Outlook for 1925 





NEWARK, N. J., Feb. 3.—In his ad- 
dress before the biennial business con- 
ference of the Prudential at the home 
office last week, President Edward D. 
Duffield presented the annual report 
figures of the company’s remarkable ex- 
perience in 1924, when total insurance 
paid for was $1,812,000,000, bringing in- 
surance in force to $8,149,000,000. Mr. 
Duffield also commented on the under- 
writing conditions of 1924 and the out- 
look for 1925. 


Remarkable Record Shown 


The figures given by President Duf- 
field as to the year’s business were sum- 
med up as follows: 

Amounts of insurance on a paid-for 
basis—total issued, revived and _ in- 
creased: Ordinary $782,000,000, a gain 
of $142,000,000 over 1923; industrial, $1,- 
030,000,000, a gain of $200,000,000 over 
1923; total, $1,812,000,000, a gain of 
$342,000,000 over 1923. 

Increase in insurance in force in or- 
dinary, $461,000,000, a gain of $74,000,- 
000; in industrial, $551,000,000, a gain of 
$115,000,000; total, $1,012,000,000, a gain 
of $169,000,000. 

Total insurance in force: Ordinary, 
$3,643,000,000; industrial, $4,506,000,000; 
a total of $8,149,000,000. 

Total paid-for ordinary new business 
amounted to $688,000,000, a gain of 
$124,000,000. The ordinary new busi- 
ness paid for by the ordinary agencies 
amounted to $191,000,000, or a gain of 
$28,000,000. 

Financial Gains Shown 


In regard to the financial gains, Mr. 
Duffield read some figures in connection 
with that matter: 

Admitted assets are now $1,196,000,- 
000, a gain of $156,000,000 for the year. 

Surplus, which figures are not final 
but estimated, will amount to $47,087,- 
000, a gain of $1,750,000 over 1925. 

Industrial actual increase was $353,- 
163.74, being a gain of $6,600 over the 
industrial increase of 1923. 

Weekly industrial debit, at the end of 
1924, amounted to $3,143,360.95. 

The total income for the year was 
$350,000,000, a gain of $44,000,000 over 
1923. The expense ratio in the ordinary 
was 19.90, an improvement of .88 over 
1923; in the industrial, the rate was 
31.17, an improvement of .30 over 1923; 
for the company, 26.47, an improve- 
ment of .60. 

Number of policies issued during the 
year: Ordinary, 376,052; industrial, 
3,210,813. Number of policies in force: 
in the ordinary, 2,486,207; in the indus- 
trial, 24,671,441, a total of 27,157,648. 

Comment by President Duffield 


In commenting on the experience of 
1924 and the prospects for 1925, Mr. 
Duffield said, in part: 

“During 1924 the number of ordinary 
applications for $25,000 and upward 
grew from 1438 in 1923 to 1884, evi- 
dencing the fact that our force are real- 
izing as they have never realized before 
the necessity of furnishing adequate pro- 
tection and interesting their clients in 
securing an adequate amount to protect 
those near and dear to them when the 
loss occasioned by their death occurs. 

“The industrial lapses, I regret to say, 
were not entirely satisfactory. There 
was an increase in the number of poli- 
cies, of 481,000, carrying a weekly 
premium of $92,000. I realize, gentle- 
men, the fact the industrial conditions 
which confronted you during 1924 were 
such as to make an increase in the 
lapses almost certain. I realize the fact 
that with our increased debit, growing 
as rapidly as it has, as indicated by the 
figures that I have given to you, there 
was almost certain from that cause to 





RATE NOW READJUSTED 


CAN NOT USE PRORATA BASIS 





New York Department Orders Regular 
Monthly Premium Rate on Payroll 
Deduction Policies 





The New York department has ruled 
in connection with the payroll deduc- 
tion policies of the Travelers and Con- 
necticut General Life, that they cannot 
charge one-twelfth of the annual prem- 
ium as a monthly premium. Superin- 
tendent Beha holds that this is discrimi- 
nation. He states that the regular 
monthly premium charged for other life 
policies must prevail. The two com- 
panies therefore changed their system 
Feb. 1, according to this ruling. It is 
stated that other insurance commission- 
ers may rule similarly. 

The pro rata basis was used because 
the companies were not put to the ex- 
pense of collecting the premiums indi- 
vidually. The employer sent his remit- 
tance covering all the policyholders once 
a month in lump sum. This greatly 
simplified matters and eliminated a 
heavy expense. The New York depart- 
ment contends however, that it is dis- 
criminating to have the pro rata monthly 
premium used. 





Statement on Bonus Insurance 


Director Hines, of*the Veterans Bu- 
reau, has issued a warning that bonus 
insurance policies cannot be sold, and 
at present have no loan value. It is 





reported that attempts to sell the certifi- | 
cates have been made. They may be 
used as security for loan after two years. 
Persons who buy the insurance certifi- 
cates were warned that a veteran, if paid 
to designate a beneficiary, might. later 





designate another name under the law. 











be an increase in the number of lapses. 
But we are accustomed to meeting hard 
conditions, we are accustomed to solv- 
ing difficult problems, and I submit to 
you again that it should be your ambi- 
tion and mine to bring down this indus- 
trial lapse rate. We may not grow to 
be the biggest company in the United 
States, but we can at least strive for the 
lowest lapse rate. And, incidentally, we 
have got the lowest expense rate. 

“The ordinary cancellations were 
$322,000,000, an excess over 1923 of $70,- 
000,000. There again, it seems to me 
is a matter for our serious thought. In 
some way, somehow we must devise a 
method and a plan which will reduce 
this number of ordinary cancellations. 


Suggests Policy for 1925 


“At no time in the company’s history 
has the average payment to the field 
force, superintendent, assistant or agent, 
been as high as it was on Dec. 31, 1924. 
And yet notwithstanding these increased 
payments, by reason of economy, by 
reason of cooperation, by reason of team 
work, the Prudential brought what had 
theretofore been the lowest expense rate 
experience by an industrial company 
down almost one-third of one percent, 
and that meant something, gentlemen. 
That expense rate is not merely a ques- 
tion of figures to be presented here. A 
low expense rate means something very 
definite; it means high dividends; it 
means that this business is being run 
economically; it means that this busi- 
ness is being run in such a way as to 
permit a return to the patrons of this 
institution of ours, the policyholders 
thereof, the largest amount of money 
that is distributed today by any com- 
pany doing a life insurance business in 
the United States. 

“IT believe that the proper policy for 
us to pursue is to have, first, in view the 
expense rate; second, to endeavor to re- 
duce the lapse, and, third, with these 
two objects in view, to write all the busi- 
ness that can safely and conservatively 
be produced.” 








ILLINOIS FEDERATION 
IN ANNUAL: MEETING 





O. J. Arnold of Illinois Life Com- 
plimented for Effective Mem- 
bership Building Work 


BURRAS MADE PRESIDENT 


T. B. Donaldson, Former Pennsylvania 
Commissioner, and Clifford Ireland 
of Illinois Were Speakers 


Charles H. Burras of Chicago, man- 
ager of the National Surety, was re- 
elected president of the Illinois Insur- 
ance Federation at the annual meeting. 
The vice-presidents are Joseph E. Cal- 
lender, manager Ocean Accident, Chi- 
cago; O. J. Arnold, secretary, Illinois 
Life; Charles N. Gorham, manager 
American of Newark; John C. Harding, 





OSWALD J. ARNOLD 


Secretary Illinois Life and Vice-President 
Illinois Insurance Federation 


manager Springfield Fire & Marine; 
John C. Lanphier, Jr., Springfield, IIl., 
C. W. Olson, Chicago; George D. 
Webb, Conkling, Price & Webb of Chi- 
cago; secretary-treasurer, T. R. Moss; 
directors, H. G. Badgerow, vice-presi- 


dent, Continental Casualty; Herman 
Bartholomay, local agent, Chicago; 
George A. Binkert, Quincy; Fred Y. 


Coffin, Moore, Case, Lyman & Hub- 
bard, Chicago; J. B. Comer, Aurora; L. 
M. Drake, Critchell, Miller, Whitney & 
Barbour, Chicago; Wade Fetzer, W. A. 
Alexander & Co., Chicago; W. B. Flick- 
inger, assistant manager North America; 
W. E. Hodnett, Lincoln; L. A. Howes, 
Peoria, IlL; L. J. Kempf, manager 
Travelers, Chicago; J. D. La Teer, Pe- 
oria, state agent Agricultural; D. R. 
McLennan, Marsh & McLennan, Chi- 
cago; N. C. McLean, E. St. Louis; 
Harry C. McNamer, Equitable Life of 
New York, Chicago; C. L. Ritter, Mur- 
physboro; George Tramel, manager 
Aetna Life, Chicago; R. W. Troxell, 
Springfield, Ill; H. A. Yates, Spring- 
field, state agent Aetna Fire; W. 
Williamson, Chicago, president Chicago 
Life Underwriters Association; Robert 

. Lay, vice-president National Life, 
U.S. A. 

Tribute to Moss 

Mr. Burras told of the splendid way 
that the new salaried secretary, T. 
Moss, had started in his work. This is 
an important year for the Illinois Fed- 

(CONTINUED ON PAGE 19) 
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ANNIVERSARY BANQUET 


NORTHERN STATES’ MEETING 


Commissioner McMurray of Indiana and 
Director of Trade & Commerce Ire- 
land of Illinois Speak 


The Northern States Life of Ham- 
mond, Ind., has purchased the site on 
one of the corners of Hohman street at 
Harrison park, where it is likely it will 
in due time erect a home office struc- 
ture. This is a very desirable location, 
considerable distance from the center of 
town. The purchase was a fortunate 
one as the property can be sold at a 
handsome profit at any time. 

The company has entered Michigan, 
which gives it three states, Illinois, Indi- 
ana and Michigan. Its slogan now is 
“$25,000,000 for ’25.” At the annual 
meeting on Thursday the financial state- 


DR. H. E. SHARRER 
President Northern States Life 


ment showed assets $2,395,537, reserve 
$1,960,252, policyholders surplus, $379,- 
315, insurance in force $20,314,206, total 
income $702,243. 


State Officials Speak 


The 15th anniversary dinner was given 
with Dr. H. E. Sharrer, president and 
general manager, presiding. The two 
main speakers were Insurance Commis- 
sioner T. S. McMurray, Jr., of Indiana 
and Director of Trade and Commerce 
Clifford Ireland of Illinois. Both paid 
high tribute to Dr. Sharrer, his associ- 
ates and the company. Mr. McMurray 
stressed the importance of having ade- 
quate backing in the way of full 
reserves.. He said that back of the insti- 
tution must stand a substantial and 
dependable management. The other 
speakers were L. L. Bomberger, general 
counsel; A. M. Turner, president, First 
National Bank of Hammond; E. R. Ja- 
cobson, president of the Straube Piano 
Company of Hammond and C. M. Cart- 
wright of THe NATIONAL UNDERWRITER. 


Some Changes Are Made 


At the directors meeting, E. R. Jacob- 
son was elected first vice-president. Mr. 
Jacobson is president of the Manufac- 
turers Association of Hammond and 
also is president of the National Asso- 
ciation of Piano Manufacturers. E. W. 
Engstrom, a real estate man of Rock- 
ford, Ill., was chosen second vice-presi- 
dent. H. Tapper, who has been 
treasurer, was also elected secretary. 
Earl Thompson, the actuary, was also 
made assistant secretary. 

The field work this year will be in 
charge of T. F. Parlin, as manager of 
agencies. Associated with him will be 
P. A. Parker, field director, and C. C. 
Bonham, superintendent of agencies. 
Mr. Parlin has been head of one of the 





DOMINION MEN MEET 


—_—— 


SALES CONGRESS AT OTTAWA 


Canadian Association Had Two Day 
Session Filled With Valuable Sales 
Suggestions 


OTTAWA, ONT., Feb. 3.—A two 
days’ educational congress for life in- 
surance men was held last week in 
Ottawa, attended by about 200 repre- 
sentatives. The congress was under the 
auspices of Life Underwriters Associa- 
tion of Ottawa, and the Life Underwrit- 
ers Association of Canada. H. S. Widdi- 
field, president of the Ottawa associa- 
tion, delivered the address of welcome. 
An interesting feature of the program 
on the first day was on animated debate 
on the proposition “That it is advisable 
to sell straight life in all cases.” Ona 
ballot vote being taken on the close of 
the discussion the negative side was de- 
clared winner, indicating that those pres- 
ent favored the sale of the more varied 
forms of insurance. 


Good Addresses on Program 


An interesting address on “Aspects 
of Life Insurance” was delivered by R. 
Dunbar of Toronto. At the afternoon 
session / D. Burden _ discussed 
“Montly Income Insurance;” F. Robin- 
son, “Life Insurance for Educational 
Purposes,” and W. Lyle Reid, “The 
Ethics of Competition.” A banquet was 
held in the evening at which the guests 
of honor and chief speakers were 
Charles Stewart, minister of the enterior, 
and J. J. McSweeney, president of the 
Life Underwriters Association of Can- 
ada. A vein of optimism ran through- 
out the proceedings at the banquet and 
referred to life insurance moneys as the 
“world’s new wealth.” 


Pointers for Salesmen 


On the second day of the congress 
valuable pointers were given to life in- 
surance salesmen. E. S. Miller dealt 
with the duty of the branch manager to 
the salesman. The salesman’s viewpoint 
of the manager’s duty was well stated 
by W. Lamb. The duty of the salesman 
to the branch manager as seen by the 
salesman, was outlined by J. E. Serre, 
the manager’s point of view on this being 
stated by S. Quilty. O. B. Shortly gave 
a very live address on the ways and 
means of securing an interview and in- 
teresting a prospective buyer. 

. E. Bilheimer of St. Louis kept 
all interested and thoroughly entertained 
for over an hour. Mr. Bilheimer put 
various arguments against taking life 
insurance in the mouth of a volunteer 
assistant and proceeded to put them to 
rout seriatim. The speaker took the 
view that the amount of life insurance 
carried should be the replacement value 
of the man’s income, otherwise he was 
dooming his family to live at a lower 
scale after his death than that to which 
he had accustomed them. 


Aetna Life Was Omitted 


In mentioning the leading companies 
that write group insurance in a recent 
issue, the Aetna Life was omitted. The 
Aetna Life of course is one of the main 
group life companies. It is one of the 
four leading companies in the country 
writing this class. 








Ford Motor Car sales organizations, 
and will give sales talks to the men 
throughout the territory. At the gen- 
eral agents meeting on Thursday he 
outlined the plan and took up some of 
the subjects that he will cover. The 
company this year is celebrating its 
15th anniversary. Frank O’Rourke of 
Hammond, the leading personal pro- 
ducer for the last three years, spoke at 
the agents’ meeting, as did a number 
of the other men. The Northern States 
Life has made good progress under Dr. 
Sharrer’s able guidance. 





AMERICAN LIFE RALLY 


—_———_ 


WILL WRITE NON-MEDICAL 


Announcement Made at Agency Con- 
ference of Detroit Company in 
in Home Office City 


DETROIT, MICH., Feb. 4.—An- 
nouncement of the adoption of a plan 
whereby policies up to $2500 will be 
written without medical examination, 
together with practical sales demonstra- 
tions, featured the mid-winter confer- 
ence of field forces of the American 
Life, held here Friday and Saturday. 
The conference, which was staged under 
the auspices of the American Life Un- 
derwriters Club, the permanent agency 
organization of the company, was pre- 
sided over by its president, L. J. Stark, 
general agent in Guthrie, Okla. 

In an address at the opening of the 
meeting President Clarence L. Ayres, 
in addition to announcing the writing of 
non-medical policies, sketched briefly the 
history of the company from its earliest 
beginnings to its present place as one of 
the first 50 life organizations in the 
country. 


Definite Program Needed 


The program on the first day of the 
meeting was devoted almost entirely to 
sales discussions. Dave C. Pipe, man- 
ager of the eastern Michigan agency, in 
opening this discussion characterized the 
elimination of a haphazard method of 
working as of primary importance. Mr. 
Pipe added that it is entirely necessary 
in the life insurance business to have an 
orderly method of procedure covering 
the day’s work and the proper expendi- 
ture of time. “Very few men are able 
to manage themselves,” said Mr. Pipe. 
“Every life insurance man who after 
checking himself up finds that he is 
not making the proper progress should 
subject himself to the management of 
his wife or some other person, if he has 
no agency manager, in order to make 
sure that he is getting the most out of 
his time and actually concentrating on 
his work in the best possible manner.” 

Jay S. Garman, general agent in west- 
ern Pennsylvania, emphasized the im- 
portance of applying these principles in 
life insurance work and of keeping a live 
list of prospects so that there will be 
no possibility of wasting too much time 
in back calls which will prove of no 
value. Mr. Garman endorsed tHe use 
of the endless chain method of obtaining 
prospects and pointed out that it was 
practically impossible to gain maximum 
efficiency without keeping a careful rec- 
ord of time expenditure in writing. 


Trosper’s Sales Demonstrations 


Sales demonstrations in appropriate 
settings with agents acting as prospects 
were given by Harold P. Trosper, vice- 
president of the company, with particu- 
lar reference to educational and trust 
funds and inheritance tax insurance. Mr. 
Trosper stressed especially the im- 
portance of keeping the attention of the 
prospect riveted upon the fundamental 
nature of the underlying idea govern- 
ing each form of insurance and of set- 
ting up every safeguard to prevent his 
interest from touching policy details 
and other matters of lesser importance 
until thoroughly sold upon the under- 
lying considerations. 

The success attained in fostering con- 
secutive weekly production was ex- 
plained in detail by C. T. Ruwoldt, C. F. 
Cross, home office actuary; Dr. William 
H. Browne, medical examiner, and Pres- 
ident Ayres discussed the matter of 
non-medical life insurance with reference 
to the company’s new plan for writing 
business along this line. 

Saturday morning was given over to 
a general discussion of company prob- 
lems by managers in the office of the 
president. An ice carnival with ice boat 
races was held on Saturday afternoon. 
Other entertainment features included 





MANAGERS IN SESSION 


_—_ 


PLANS DISCUSSED FOR 19% 


Equitable Life of New York Bring 
Men to Chicago to Map Sales 
Program 


The annual meeting of the managerial 
staff of the Equitable Life of New York 
was held at the Drake hotel in Chicago 
this week. There were 260 delegates 
present, from all over the country, in. 
cluding agency managers, general 
agents, district managers, and agency 
assistants. The meeting was led by 
Agency Vice-President Frank H. Davis 
and Second Vice-President John A 
Stevenson. 

There were five sessions, two on Mon- 
day and Tuesday and one on Wednes- 
day forenoon. The meetings were 
strictly business and the delegates were 
free outside of the business sessions. 


Theme Was Agency Plans 


The theme of the meeting was agency 
plans and sales programs for 1925. There 
were no set speeches and no schedule 
of topics. Discussions were mostly from 
the floor on topics directed by Mr. 
Davis and Mr. Stevenson. The educa- 
tion and training of agents got a great 
share of the attention. 

There were no company officials pres- 
ent aside from the two agency leaders. 
Among the notables from different parts 
of the country were Henry Powell, gen- 
eral agent at Louisville, Edward A 
Woods of Pittsburgh, Ben Shapro of 
Oakland, and W. W. Klingman of St. 
Paul. W. G. Fitting, agency assistant 
at the home office, was also in attend- 
ance. 


Indianapolis Life Conference 


The managers and agents of the In 
dianapolis Life contiguous to Indiar- 
apolis gathered at the home office for 
a one-day district conference. As 
analysis of the company’s record fot 
1924 was made, and plans were made for 
1925. January, the first month for 1925, 
has been the largest January in the 
history of the company. It closed the 
year 1924 with $47,000,000 of insurance 
in force. It is now licensed in eight 
states, Indiana, Illinois, Ohio, Michigan, 
Minnesota, Texas, Florida and Iowa 
The last named has been entered the 
past year. 


Dividend Is Declared 


James D. Baty, secretary of the De 
troit Life, announces that the directors 
have declared a dividend of $2 per share. 
The company announces the tentative 
dividend scale for policyholders on the 
regular established basis. 


Takes a Large Line 


Archibald M. Chisholm, one of the 
prominent mining men and financiers ot 
the northwest, who resides at Duluth, 
Minn., has recently insured his life tf 
an additional $600,000. The entire~lint 
was placed by Arthur C. Hoene, coe 
agent of the Northwestern Mutual a 
at Duluth. Mr. Chisholm now come 
into the class of carriers of large rl 
life insurance with a total of $750,000. 








a theatre party Friday evening and 4 
banquet Saturday evening. ME 

Speakers at the banquet were Po 
O’Brien, president; James D. Baty, . 
retary-treasurer; Homer Guck, ass! : 
ant to the president, all of the Detro 
Life; Dr. Wm. G. Hutchinson, medica 
director of the Michigan Mutual; Geort? 

. Lusk, P. Trosper, vices 
dent, and Judge Frederick H. -— - 
counsel, ali of the American Life. Mr. 
ident Ayres acted as toastmaster._. a 
Trosper made the principal after ae 
address on Life Insurance and Life 
surance Salesmanship.” 
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The Pacific Mutual Life Insurance Company 


—=- OF CALIFORNIA 











RESULTS FOR 1924—FIFTY-SEVENTH YEAR 


New Life Insurance Issued (Paid for Basis) ................... $ 87,240,477 
Total Life Insurance im Force... .. .......... ccc ccc eee cceces 537,314,727 
38,274,566 
29,471,530 
2,272,916 


10,988,714 
106,159,196 


8,926,380 
1,610,201 
10,085,587 
8,289,790 


4,977,849 
161,191 
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Grand Total Paid Policyholders since Organization ......... 


Surplus, Assigned and Unassigned (Exclusive of Capital)......... 


ee ce hic eaade see e eames e 
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Premium Income, Accident Department .......................: 
Gain in Accident Premium Income. ......................05- 


Average Rate of Interest Earned.................. 0.0.0 ccc ecuee 
ee 





BALANCE SHEET—-DECEMBER 31, 1924 








ASSETS 
Loans on Real Estate..............- $38,803,452.66 


Amount of Loan does not exceed the Statutory 
percentage of appraised value. 


5,262,419.94 
14,826,129.30 


Loans on Approved Collateral........ 
Loans to Policyholders............... 


In no case does amount of Loan exceed the reserve 
held by the Company. 


ee ene ed cubbatee 
ee Sede nok 
Real Estate Owned.................. 


Including Home Office Building. 
Interest Due and Accrued.............. 


Outstanding and Deferred Premiums— 


errr rre 
Accident Department............ 


Net Amount, Reserve charged in Liabilities. 


CRED GUNNS obi Wrath o 0 Fi a VS eee oes 


Including $1,866,585.76 of Deposits drawing Interest. 
IR Cc d-cee us b5000ec ce x haat 


19,343,778.10 
396,000.00 
7,174,983.71 


1,379,460.16 
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2,290,942.62 
576,538.73 


1,925,682.04 
19,465.94 





TOTAL ADMITTED ASSETS. . .$91,998,853.20 
HOME OFFICE, LOS ANGELES, CALIFORNIA 


LIABILITIES 
Reserves on Policies...............+: $78,106,513.20 


Reserve for Claims Approved, Payable 

Se Ib cceeescuce sees 991,227.00 
980,279.00 
375,100.84 
654,000.00 


465,353.22 


Claims Awaiting Proofs.............. 
Premiums and Interest Paid in Advance 
Reserved for Taxes Payable 1925..... 
All Other Liabilities................. 


Including $140,368.31 for Agents’ Commissions in 
Accident Department. 





TOTAL LIABILITIES .......... $81,572,473.26 


Canitel Sletten vesad- isweikeld. odsd. 


Surplus Set Aside for Future Dividends 
Fee 


Surplus Unassigned.................. 


4,668,291.42 
4,258,088.52 
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This is No. 15 of a series of advertisements appearing in The National 
Underwriter. Watch for succeeding ones setting forth Michigan Mu- 


tual opportunities. 





























Michigan Mutual Life Building 


Reliability 


The agent who represents a reliable company never enters 
a man’s office with fear and trepidation. He knows the 
organization back of him is good, that it offers a fair deal 
to agents and policyholders alike. And he further knows 
that the representative of a dependable concern is himself 
expected to be entirely above reproach. Hence, he is 
stimulated to a high degree of service. 


The Michigan Mutual Life is admirably equipped in this 
respect. Organized 58 years ago, as Michigan’s first life 
insurance company, it gives to the Michigan Mutual agent 
the rich experience of over half a century of business life. 
It is a company of proven reliability. 


Michigan Mutual Life Ins. Co. 


J. J. MOONEY, President A. F. MOORE, Secretary 
GEO. B. McGILL, Supt. of Agencies 


Madison Ave. at John R. Street, Detroit 




















The Child’s 20-Pay Life Optional Endowment Policy 


of the 


Great Republic Life Insurance Company 


of California 


Protects both the child and its parents and includes waiver of 
poesia Se event of Goeth of pasmanent tend Guniity of the 
ather, who is the beneficiary. Agents are enthusiastic over its 
wonderful selling features. ge are interested, write for 
copy of “Making Dreams of Your Children’s Future Come 
True,” and our attractive proposition to agents. 
. R. RAILEY, Manager E. L. BLACK, State Manager 
uthwestern Department P. O. Box 148 


401-2 Mercantile Bank Bldg. 


W. H. SAVAGE, Vice-President 
Los Angeles, California 





in the profit. 
thing is needed in life insurance. 
must be larger production per man in 





SOME VIEWS ON AGENCY WORK BY 
ONE OF THE WEST’S LITTLE GIANTS 












of the Minnesota Mutual Life in 

charge of the agency department, 
gave a talk at the recent managers con- 
ference of his company in which he said 
that insurance agents shotild be re- 
garded as insurance practitioners. It is 
their province and duty to diagnose 
every man’s needs, tell him how life 
insurance can meet those needs, then 
write the prescription and let the home 
office fill it out. 

Mr. Lacy said that most of the ex- 
cess cost in life insurance today is in- 
curred in the field. There is a tremen- 
dously heavy turnover in the agency 
ranks. The lapse ratio is too great. 
Agency forces are organized and reor- 
ganized. A lot of time and money are 
spent. Mr. Lacy said that the home 
office had gone just about as far as it 
could in putting into effect economies. 
In order to reduce the field cost, he said 
that there must be a greater produc- 
tion per agent and per general agent. 
More business that is produced, must be 
conserved. 


O J. LACY, second vice-president 
* 


Life Insurance Suffers 
From Low Pressure 


Mr. Lacy said that life .insurance is 
not suffering today from high pressure 
salesmanship so much as from low pres- 
sure. He said that it is a remarkable 
fact that from 10 to 15 percent of the 
agents in the field sell most of the in- 





his development work, get out into the 
field, and produce business until his jp. 
come starts to increase. 


Applicants Can Be Used 
to Get New Applicants 


Mr. Lacy said that there is no reason 
when a man sells life insurance, tha 
he should not use his applicant as a 
rallying point for other prospects. From 
people to whom life insurance has been 
sold, can be recruited and developed 
part-timers. Mr. Lacy said that fre. 
quently when men in public office are 
retiring on account of change in admin. 
istration or something of that kind, gen. 
eral agents should endeavor to swing 
them into life insurance work. They 
should cash in on their acquaintance and 
following. 

Mr. Lacy said that the full-time man 
should have $150 a month to live on. 
This should be the minimum. He ha 
to get his bearings and learn the busi- 
ness. While a man is doing part-time 
work, he should bank all his insurance 
earnings and put them into a fund while 
he is writing insurance on the side to 
finance himself during the early days of 
his full-time work. 

Should Refresh Men With 

New Selling Ideas 


Mr. Lacy said that a general agent, 
as he goes along, gets efficient in his 
work, and gathers much knowledge. He 
seems to infer that his men therefore 








keen observation. 
he gives valuable s 


of Mr. Lacy’s interesti 
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Mr. Lacy is small in stature but mighty in capacity. He is a man of 
In commenting on some of the 
tions to any man interested in field production. | 
Mr. Lacy calls attention to the fact that in order to reduce the cost of | 
production more per unit must be secured in the way of new business. One | 
‘ ] comments on the 
is suffering today more from low pressure salesmen than high pressure. 


phases of agency work, 


business is that life insurance | 
| 
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surance that is paid for. There is a 
great wastage, he said, due to ineffi- 
ciency. Mr. Lacy said that in most of 
the home offices, the cost per unit had 
been reduced just about as far as pos- 
sible. 

Mr. Lacy called attention to the fact 
that following the election last Novem- 
ber, the selling price of a number of 
automobiles was reduced. He said that 
he figured that if President Codlidge 
were not reelected the financial and com- 
mercial market would be greatly af- 
fected, production would be curtailed 
and prices would probably have to go 
down. He said therefore that he bought 
a car immediately after election, feeling 
that there would be a greater demand for 
motors and prices might increase. In- 
stead, he said they were decreased. He 
made some inquiries and found that dur- 
ing recent years the cost of manufactur- 
ing had increased 213 percent, and yet 
the selling price was reduced. The an- 
swer was, that the automobile manufac- 
turers calculated on huge sales and big 
production to reduce the cost and bring 
He said that the same 
There 


the field. 


General Agent Should Be 
Personal Producer 


Mr. Lacy said that at least durinz 


the first years in a general agency, the 
general agent should continue as a per- 
sonal producer and really be the head of 
the men in the way of production. He 
said that it is too true that many men 
becoming general agents think that they 
are roll-top executives and do not get 
out into the field with the rate book. 


Mr. Lacy said that it takes $5,000 paid 


for business from a sub-agent to equal 
in net income $1,000 in personal produc- 
tion of the general agent. 
gauge his income by this formula. If 
he finds that his development work is 


He can 











reducing his income, he should check 














know all about insurance and his ir- 
struction lags so far as his older men's 
concerned. Mr. Lacy said the general 
agent should keep refreshing his or 
ganization with new selling ideas, with 
information about life insurance, and 
give them every possible intellectual 
advantage. 

The Minnesota Mutual has established 
a circulating company library, consist 
ing of life insurance books of various 
kinds, sales books and anything that 
dovetails in nicely with life insurance 
work. These will be let out to the men 
in the field to read. Mr. Lacy said that 
a number of copies of each kind of 
book would be purchased if necessary. 


How J. J. Cadigan Gets 
Some New Agents 


Mr. Lacy said that every opportunity 
should be taken to secure new agents 
Men who are already in the field, cm 
probably secure new agents and they 
should be paid for it. Mr. Lacy told aa 
amusing incident about President J. J: 
Cadigan of the New World Life. Mr. 
Lacy was formerly in the agency & 
partment of that company. He said 
that Mr. Cadigan is pretty much of a 
ladies’ man. He is fond of dancing. }¢ 
would go out in the field to visit points 
where he wanted to strengthen his Cl 
ganization. He would go to some soci# 
function and being a captivating dancer 
was a general favorite. After comp 
menting his dancing partners as only ¥¥- 
Cadigan could, he would always lea up 
to the question as to whether these ladies 
could not suggest some good man, W - 
could be induced to become an age? 
for the New World Life. 


Results Gotten From 

Direct Mail Plan 

Mr. Lacy referred to results that are 
being gotten from direct mail sysees 
He said that in many lines of busines 
sales had been doubled and even tt - 
through the use of mail. He said t 
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Wrigley spends $18,000,000 a_ year 
through a direct sales system. Ninety 
percent of the advertising of the Na- 
tional Cash Register Company is used 
in mail advertising. The International 
Harvester Company uses a large part of 
its advertising fund for direct mail ad- 
vertising. This is equally true of Mel- 
lon’s baby food. The Western Electric 
js using one-half of its regular adver- 
tising appropriation for direct mail 
work. He said that many organizations 
attribute their success to this plan of 
marketing their goods. Mr. Lacy said 
that insurance men might well use this 
plan to great their advantage. Selected 
names must be secured and there must 
be a punch in the mail matter sent them. 


Danger of Over Feeding 
a Man on Theory 


Mr. Lacy said that in his opinion there 
is danger of over feeding a man on 
theory, getting him bewildered and not 
giving him enough practice. He thinks 
that a man should get the habit right 
away of securing at least an applica- 
tion a week. If his company has an 
app-a-week club, he should certainly 
be a member. Every life agent he said 
should change suspects into prospects 
as soon as possible. The producer 
should have a minimum quota and he 
should religiously endeavor to write that 
much because the proceeds from that 
— will be what it costs him to 
ive. 

He said that no full time man could 
afford to remain in the field and write 
less than $10,000 a month. That, he 
said constitutes his bread and butter 
budget. He should figure out just how 
much he must produce to meet his fun- 
damental needs and then endeavor 
to use his brain power to produce more 
in order to get some of the luxuries of 
life. Every man he said should be a 
consistent producer. He should do 
more than earn a minimum living wage. 


General Agent Should Expand 
20 Percent Each Year 


The general agent, he said should en- 
deavor to expand his business each year 
by not less than 20 percent. This, at 
least, should be the policy to be pur- 
sued in the earlier years, while he is 
doing the real building. Mr. Lacy em- 
phasized the value of looking after re- 
newals and conserving the business. Re- 
newals he characterized as the life 
blood of insurance. He said that there 
is too heavy a loss on not taken poli- 
cies. Last year, for example, he said 
that one-fifth of the policies issued by 
the Minnesota Mutual were not taken. 
He urged the men to cut down the 
number of not taken policies. 

Speaking in regard to financing 
agents, he said that when a man has 
to finance a producer every month and 
all through the year, he is a menace to 
the office. The general agent should 
drop him. He said that a man of that 
character will exert a bad influence on 
the other men. He characterized an 
agent of this kind as a balky horse. The 
worst thing in a general agency, Mr. 
Lacy said, is the dead wood or the 
drone. Regardless of all the general 
agent can do, men of this type will have 
a deleterious effect on the other men. 

he general agent, he said, should have 
Courage and intelligence enough to elim- 
imate the driftwood before it is too late. 

.4 man has been deceived in his 
Primary selection of a man, he should 
et, hesitate to make a secondary se- 
ction when he has tested his material. 


Sinton Succeeds Taylor 


morectors of the Atlantic Life of Rich- 
a have elected J. W. Sinton, Je. 
hori, of the company to succeed to 
be es G. Taylor, Jr., who resigned re- 
a to become assistant manager and 
- ry of the Association of Life In- 
urance Presidents. Mr. Sinton was 
Previously an assistant actuary. The of- 
Th - vice-president, also held by Mr. 
cman was not filled. E. L. Gordon, 
Salers. “Gane aan to —— sec- 
. Oo Cc - 
Pany were reelected. an Se eee ee 





COMMENT ON “MODIFIED LIFE” 





Prudential Officials Show Field for 
This Form by 1924 Paid for 
Total 





NEWARK, N. J., Feb. 3.—Both 
President Duffield and Vice-President 
Johnson of the Prudential commented 
on the field for and growth of the modi- 
fied life policy, in their addresses at 
the biennial conference of the Prudential 
at the home office last week. Vice- 
President Johnson said that during the 
part of 1924 this policy was in force, 
over $150,000,000 of insurance was 
placed on that form. President Duffield 
said that the policy was issued to meet 
the needs of the insuring public and 
that the amount sold by the field force 
indicates that there was a real need on 
the part of the insuring public for this 
form of coverage. He said, “Its issu- 
ance has been objected to by the represen- 
tatives of a number of other companies. 
The objections are going to be over- 
ruled. That policy was not issued for 
unethical purposes. That policy is not 
going to disturb the business of life in- 
surance. It was issued for one purpose, 
that which I have indicated, and I be- 
lieve and think you believe it is the duty 
of this company to provide coverage as 
far as possible that will meet every need 
of the insuring public.” 





ECKER JOINS METROPOLITAN 
Is Named Assistant Treasurer, New 
Post Created for Son of Vice- 
President F. H. Ecker 





Frederick W. Ecker has been elected 
assistant treasurer of the Metropolitan 
Life, a new position created by the 
board of directors. Mr. Ecker, who is 
the son of Vice-President Frederick H. 
Ecker, secured his financial training in 
Wall street, where he was in charge of 
the investment department of the Wall 
street office of the Bankers’ Trust Com- 
pany. He is a graduate of Harvard of 
the class of 1918. He served in France 
during the war, and was decorated with 
the Distinguished Service Cross and 
Croix de Guerre for bravery. Mr. 
Ecker refused to accept a position with 
the Metropolitan Life upon his return 
preferring to win success where no one 
could attribute it to his father’s position. 
The fact that he does possess the qual- 
ities of success is well shown by his 
rapid advancement to assistant sales 
manager in charge of the investment 





department of the Bankers’ Trust 
Company. 
A. W. Landrum, general agent at 


Oklahoma City for the Old Colony Life 
of Chicago, is on a ten-day visit at the 
home office. 





GUARDIAN HOLDS MEETINGS 
Sectional Agency Gatherings Staged in 
Atlantic City, St. Louis and St. 
Augustine—Hansen in Charge 





NEW YORK, Feb. 3.—The Guardian 
Life of this city is holding sectional 
meetings of its managers at Atlantic 
City, St. Louis and St. Augustine, Fla. 
The managers located in the eastern 
section of the United States held their 
meeting at the Hotel Chalfonte, Atlantic 
City, on Jan. 26-27, preceded by three 
days set aside for personal conferences 
with the home office executives. The 
central, northwestern, mountain and 
Pacific districts held their meeting at 
St. Louis on Feb. 2-3, followed by extra 
days designated for personal conference. 
The southern and southeastern districts 
will meet Feb. 12 and 13 at St. Augus- 
tine, Fla. 

Vice-President T. Louis Hansen and 
J. A. McLain, inspector of agencies, are 
attending all meetings as representatives 
of the home office, Mr. Hansen acting 
as chairman. Selling plans for 1925 
were discussed at the meetings held in 
St. Louis and Atlantic City. Advertis- 
ing helps were displayed so that an 
—— arising could be fully covered. 

n certain days each manager was 
asked to come prepared to discuss his 
own particular problem. 





HEAD OFFICE 


ASSURANCE 






© 





Condensed Annual Statement 























Gross Interest Rate 





Increase Over 
. 1924 1923 
Business in Force (Ordinary). .$380,641,720.00 $29,239,615.00 
Group and Accident.._.__.__ 28,376,856.00 10,471,227.00 
Income 16,863,245.76 1,997,216.47 
Assets____ 63,921,233.15 7,686,090.16 
Liabilities 61,479,274.48 7,278,106.71 
EE ae Meine ene .  $,580,309.77 736,709.63 
Provision for Future Profits to Policyholders_.._. 6,345,199.00 743,841.00 
Unassigned Profits and Contingency Reserve... 2,444,958.67 407,983.45 

















These evidences of progress explain the well-known Returns 
paid by The Gréat-West Life to Policyholders. 
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GATHER IN CHICAGO 


———_ 


CONNECTICUT MUTUAL RALLY 


General Agents of Company Discusses 
Non Medical and Problems of 
Agency Management 





A meeting of general agents of the 
Connecticut Mutual opened at the Edge- 
water Beach in Chicago, Feb. 4 for a 
three-day conference. Seventy genera! 
agents and managers represented the 
59 general agencies of the company. One 
of the important topics discussed was 
non-medical life insurance which is now 
being written by the company as an- 
nounced in December. The meeting was 
largely in the character of an open 
forum, each topic being scheduled for 
considerable discussion, and the meet- 
ing closing with a question box dis- 
cussion. 

In addition to non-medical, the pres- 
ident’s address the first day’s discussion 
was devoted to the type, selection and 
training of agents, and the means and 
methods of financing them. Also the 
budgeting of general agents’ expenses 
was considered. On the second day 
the topic was supervisors and district 
agents with special attention to the se- 
lection and financing. This topic was 
continued on over to the third day when 
the problems of district agents were 
gone into in detail. 

The home office was fully represented, 
President Henry S. -Robinson opening 
the meeting with an address on the 
splendid financial condition of the com- 
pany and announcing the written busi- 
ness in 1923 as in excess of $82,000,000 
and insurance in force of $581,000,000. 
Other home office men present were 
Henry H. Steiner, agency secretary, H. 
M. Holderness, superintendent of agen- 
cies, William A. Harrison and Harold 
F. Larkin, assistant superintendents of 





DATE SET FOR FRICK CASE 





United States Supreme Court Will Hear 
Arguments Apr. 13—Much Interest 
Taken by Life Men 





The United States Supreme Court has 
granted a motion to advance the argu- 
ment of the case of Llewellyn against 
Frick and associates and assigned it for 
argument April 13. This is the well 
known Frick case, which involves the 
right of the federal government to levy 
an estate tax upon insurance in excess 
of $40,000 payable to a stipulated bene- 
ficiary. Life insurance men are await- 
ing with interest the decision in this 
famous case. If it is decided in favor of 
the taxpayers, it will mean a saving of 
millions of dollars to beneficiaries in 
this country. 


Figures Are Impressive 


The Prudential reports that last year 
it paid 18,206 death claims for over 2,- 
000,000 policies in force less than one 
year. Actual deaths of policyholders 
the first year average between 10,000 
and 11,000. The Prudential issued 3,- 
210,813 industrial policies in 1924. 








agencies, Henry G. Cumdell and Fred 
O. Lyter, agency assistants, Dr. Joseph 
B. Hall, medical director and E. C. 
Starver, editor of publications. 

There were more than 60 present at 
the general agents meeting in Chicago. 
The results attained during 1924 (the 
best year in the company’s history) were 
enlarged upon. Last year the company 
wrote in excess of $82,000,000 of new 
business increasing the total of insur- 
ance in force to $541,000,000. Last year’s 
mortality rate held down to 46.4 per- 
cent. During the month just closed 
nearly $12,000,000 of new business was 
written, an increase of 25 percent over 
the same month of last year. 


HAZLET IS CHOSEN ACTUARY 





Well Known Associate in the Connecti- 
cut General Life’s Department Is 
Now Made Head 





HARTFORD, CONN., Feb. 5.— 
Edward H. Hazlet, associate actuary of 
the Connecticut General Life, is pro- 
moted to actuary. Mr. Hazlet fills the 
vacancy left by John M. Laird, who has 
been secretary and actuary. Mr. Laird 
retains his position as secretary and will 
devote practically all his time to exec- 
utive problems in the life department. 

Mr. Hazlet is a graduate of Harvard 
in 1923 and entered the acturial depart- 
ment of the Travelers in this city in 
1914. He left the Travelers and be- 
came connected with the actuarial de- 
partment of the Connecticut general. He 
was elected assistant actuary in 1921 
and associate actuary three years later. 
He is a fellow of the Actuarial Society 
of America and recently won a prize 
for his paper on premiums and reserves 
for temporary and total disability bene- 
fits incorporated in life contracts. 


Victory Life Reports Big Year 


At the annual meeting of the directors 
of the Victory Life of Topeka, Kan., all 
the officers and directors were reelected. 
The board approved the dividend 
schedule for 1925 by which the company 
has apportioned a 35% percent dividend 
on 20-payment life policies and from 35 
percent to 40 percent on ordinary life 
policies. The annual report showed the 
company’s greatest year with a total of 
issued business of approximately $4,000,- 
000. The year was opened with a “New 
Year opener contest” for January, which 
resulted in the biggest January the com- 
pany has ever reported. The Victory 
Life has taken on considerable additional 
space and is expanding its home office 
| headquarters. 











STRONG FIGHT LIKEL 





WOULD HIT HOME COMPANI 





Michigan State Tax Commissicn 
ommends That Taxes Be Increased 
on Domestic Corporations 





LANSING, MICH., Feb. 4.—Ony 
insurance companies organized under th 
Michigan law are possible victims ¢ 
further taxation by the state, according 
to an explanation of George Lord, chai. 
man of the state tax commission. Re 
cently the commission recommende 
that some method be found to make jp. 
surance pay its fair share for the » 
keep of the state. Clyde B. Smith, fo. 
mer president of the Michigan Associ 
tion of Insurance Agents, and a lod 
agent at Lansing, wrote Mr. Lord fy 
an interpretation of the commission’ 
meaning. Mr. Smith did not know 
whether this related both to home com. 
panies and outside companies. 

Mr. Lord states that only Michiga 
companies are at present favored by 
the state taxation method. Mr. Lor 
declares that Michigan companies have 
been practically untaxed for years, dw 
to a system whereby they are permitted 
to deduct their debts from all their per- 
sonal property, rather than from their 
assets. They are also permitted to in 
clude their legal reserve in their liabil- 
ties. 

The Michigan companies promise to 
put up a strong fight, if any effort is 
made to increase their taxes. 


Joins Northwestern Life 


J. C. Dustin, for several years with 
the Woodmen of the World, has been 
employed as actuary by the Northwest 
ern Life of Omaha. 








OWNED BY THE COMPANY 


Nineteenth Year 





Story of the INTER-SOUTHERN LIFE 


A GOOD COMPANY 


This is our fourth advertisement 


on 


We have shown in our third advertisement that 


we have never lost a general agent. 


is entitled to hold any representative in any position 
unless it recognizes and follows a few basic prin- 
it makes it neces- 


ciples. Continuity of emplo 


sary that the income be sufficient to 


quirements, and that this income be continuous and 


steady, certain and sure. We believe 


insurance representatives have been destroyed by the 
failure on the part of the company through its 
method and plan of organization, to recognize the 
foregoing principle. We have no desire to secure the 


STATEMENT OF PROGRESS 


IS A GOOD 


what makes a good company. 


No company 


eneet the fe- as the company. 


that many life 


Total 
Admitted 
Assets in Force 
$ 326,508.78 $ 3,182,597.00 
1,719,228.64 15,088,585.00 
4,506,612.89 36,260,222.00 
4,664,170.30 37,000,000.00 
4,820,779.76 37,800,000.00 
5,494,297.54 45,569,851.00 
6,143,069.31 57,901,271.00 
7.45 59,204,201.00 
7,371,274.27 62,591,398.00 
10,464,497.66 
11,685,843.98 101,580,000.00 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


JAMES R. DUFFIN, President 


COMPANY 


services of a representative or associate of any kind, 
‘unless and until both the company and the represen- 
tative, or associate, have fully concluded to work 
together, so that the position will be as permanent 
Even when this basis is estab- 
lished, we appreciate that there will be times when 
concessions will have to be made by the company, 
or the representative or associate. 
ments enter into this problem to determine in ad- 
vance its final solution, but we attempt to keep this 
problem on our desks every day. 


LOUISVILLE, KENTUCKY 


Too many ele- 


10,391,747.71 
11,497,586.61 
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ENJOYED BIG CONGRESS 








PANIRE REPORT RECORD ATTENDANCE 





icn ReJ— Oklahoma Sales Conference Was Gala 
creased Affair, With Galaxy of Good 
ns Speakers 





4.—Only OKLAHOMA CITY, OKLA., Feb. 3. 
under thi —Batting 100 percent in attendance and 
ctims di “pep,” the Oklahoma Association of 
.ccording Life Underwriters came to order under 
rd, chai the gavel of C. C. Day, president, last 
on. Re Saturday morning, for the sixth annual 
nmende sales conference. The morning crowd, 
make ip. about 300 strong, was gradually aug- 
the up. mented with the arrival of every incom- 
nith, for. ing train, until when it assembled for 
Associz- the afternoon session, it had reached the 


a lod record proportion of 500. The program 

Lord for opened with an invocation by Rev. 

mission's Charles L. DeBow, association chaplain, 

t know immediately followed by the address by 

me com- President Day. Commenting on field 

conditions, Mr. Day said: “The under- 

Lichigan writers association—and I think this is 

ored by the proper time for mention of this, is 

'r. Lord growing, both in numbers and in 

ies have strength. It has a distinct mission to 

ars. és perform, and it expands and does grow, 

oranittel because there is a need for it and be- 

ape cause there is a mission to perform. 

~ We have a great many ideas in con- 

m_ thei templation, all of which are directed 

d to in towards the building of a stronger or- 

r Tiabili ganization and the building of an organ- 

: ization of such merit as to warrant the 

mise to unanimous support of life insurance men 

ffort is rather than such support as is now ac- 
corded the work. 

Weuld Clean Up Field 

“It is our ambition to make the field 

rs wit clean—to eliminate the twisting of busi- 

— ness and the twisting of agents—to 

heen eliminate vicious practices in underwrit- 

, ing—to eliminate rebating and ultimately 

to eliminate the unqualified part-timer. 

——— Fortunately, our insurance department 

today is headed by individuals thor- 

' oughly in harmony with dignity and 


cleanliness, and through an active effort 
on our part, and with the cooperation 
which as we know we will have from 
them, I am sure we will make it un- 
comfortable for those men who attempt 
to wreck our business through those 
practices which can but wreck any busi- 
ness. 

“Rebating and those other enumerated 
Practices, if they are indulged in this 
State, are going to be eliminated, if it 
is humanly possible to eliminate them.” 


Commissioner Gives State Figures 


The president concluded with intro- 
ducing the first speaker, Jesse G. Read, 
State insurance commissioner, who gave 
the following figures from the depart- 
ments records: “Over $42,000,000 were 
collected from citizens of this state in 
msurance premiums during the past 
year, revealing an increase of $4,000,000 
over those of 1923. Estimating upon 
the some basis, it is natural to suppose 
that 1925 will show at least, the same 
amount of increase. Of this figure in 
1924, $19,500,000 was spent in life in- 
Surance policies; $13,000,000 in fire 
msurance; $2,500,000 in fraternals; 
$1,500,000 in mutuals and reciprocals, 
workmen’s compensation; and $6,500,000 
jm miscellaneous insurance.” 


Searle and Williams Spoke 


, The next speaker introduced was Wil- 
iam A, Searle, assistant to the president 
: the National Association of Life Un- 
Sevriters Mr. Searle told of the func- 
on ot the national association and of 
me plans for 1925. In the absence of 
ay Meyers, president of the Kansas 
leks Life. Underwriters, George E. 
Pome 3 vice-president of the national 
anton issued a forceful invitation 
_ ay the national convention at Kan- 
At he Sept. 29-30 and Oct. 1 and 2 
pod a request of J. Henry Johnson, a 
Ie ae silent tribute was tendered 
*\. Clarke, general agent of the North- 

















BACK TO DEPARTMENT 


————_ 


CONN RETURNS TO OLD POST | 





Again Assumes Duties as Superinten- | 
dent of Insurance of Ohio—Savage | 
Is Deputy 


| 
| 

COLUMBUS, O., Feb. 3.—Harry L. | 
Conn of Van Wert, O., returned this | 
week to his old position as superinten- | 
dent of insurance of Ohio, following his | 
retirement a month ago from the state | 
supreme bench. Judge Conn was ap- 
pointed superintendent of insurance by 
Governor Donahey, who later elevated 
him to the supreme bench upon the | 
tragic death of Judge R. M. Wana- 
maker, who was killed in a fall from a | 
hospital window. Judge Conn was |! 
elected at the November election for | 
the short term which expired the first of 
the year. His only opponent was a so- | 
cialist from Cincinnati. 

With the return of Judge Conn to the | 
insurance department, Superintendent E. | 
L. Savage goes back to his former posi- | 
tion as deputy superintendent and Dep- | 
uty Superintendent Thorne is to take 
another position in the state service. It 
had been expected for a long time that | 
Judge Conn might be reappointed to his | 
old place, still there was some talk that 
he might be given a berth on the state 
utilities commission. 














The New Year’s Gates 


They open into a period of unequaled opportunity. 
These are factors: 
(1) A .. - en situation. (2 en 
ant capi for wort enterprises. (3 ma. 
merchandise inventories. (4) Commercial and 
industrial conditions improved. (5) Construction 
on a grand scale nearly everywhere in the United 
States. (6) A more general spirit of fair y 
toward railroads and the larger corporations. 
(7) A brighter day abroad. 
The Penn Mutual during 1925 will still further improve 
the quality and extend the strong co-operative service which 
in 1924 it gave to its Field representatives. 


The Penn Mutual 
Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 


Te GLOBE itsveance couranr 
OF CHICAGO, ILL. 


PROGRESS OF THE GLOBE 




















| 
western Mutual Life and former member | Results for 1923 
| 
| 
| 
| 


of the association, who passed away GAIN IN INSURANCE IN FORCE............... 83 per cent 
during the year. CORR Be MED 5.00465 vec cecicvovccceieVeocbeon 31 per cent 

“We hear a lot about the requisites EE vc cudctcdocedecoscecedebodubes 26 per cent 
for success in the life insurance busi- | sag enuewen 23 per cent 
ness, and about the value of a goal, but | AVERAGE GAIN IN ALL ITEMS...............- 41 per cent 


after all, it is not the goal alone that 
makes for success. Some one will say 


| 
it’s work—some will say industry—others 
good health—all these will help but | 

| 


unless we have that something that is 
hard to define but what I call com- 
pelling motive, no man will ever make 


a sure enough go,” said M. H. O. Wil- | 


liams of the Northwestern Mutual of 
Milwaukee, Wis. 

“We know men who have absolutely 
no attribute accepted as necessary for 
success—and yet they succeed. It is 
because of this compelling motive, 
which drives them on and on. We can 
not all be leaders in our profession, or 
all be one or two million dollar pro- 
ducers, but we can attain in our goal, 
if we use the tool we have, to the best 
advantage.” 


Forecasts Big Year 


A forecast for 1925 business introduced 
the afternoon session. It was made by 
John Fields, vice-president of the Farm- 
ers National Bank at Oklahoma City. 
Business will be good in 1925 he pre- 
dicted, basing his statement upon the 
equation of crop values on one year to 
the average business condition of the 
year following. He said: 

“We do not get much business in 
Oklahoma City outside of that started 
on the money brought in by its agricul- 
tural and oil producers. The agricul- 
tural crop values this year are $428,000,- 
000 as compared with $225,000,000 of 
the previous year. The average quota 


for this year should be 55 percent above | 


last year, and if a man does not get 
what is coming to him in his business 
in 1925, it is his fault as the business is 
here.” 

The sales congress terminated with 
the largest banquet ever staged by this 
organization. Mr. Day again presided 
and introduced Dr. S. S. Huebner of the 


University of Pittsburgh. Following his | 


address, “The Heart of Estate” a one 


act play by Louis Ullman, was presented | 


by local talent. 


Two Appointments Made 


The Great West Life of Winnipeg an- f 
nounces that M. H. Bingeman has been | 


appointed assistant secretary and R. C. 





Barnsley, assistant actuary. 


This is away above the average of all Life Insurance Com ies in the 
United States combined. It is a record we are very proud of and it shows 
how our policyholders appreciate the great service The Globe gives. 


CLAIMS PAID BY RADIO--TELEGRAPH--SPECIAL DELIVERY 
T. E. BARRY, President, General Manager and Founder 




















T= Company with the personal contract offers ex- 
cellent openings to clear-thinking, red-blooded 
agents who like to cooperate with the home office and 
who will in turn be given every possible aid in their 
development. 


Write or wire for further information 


SAN JACINTO LIFE INS. CO. 
Beaumont, Texas 


H. M. HARGROVE, President 

















INDIANA OHIO ILLINOIS IOWA MICHIGAN 


“LA FAYETTE LIFE 


LA FAYETTE, INDIANA 


MUTUAL LEGAL RESERVE 


AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 
| KANSAS KENTUCKY MISSOURI NEBRASKA 











“Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes « 
buyer of “Easy Lessons in Life Insurance,”” a text and review book with quiz supplement. 6164 The 
National Underwriter Company, 1362 Insurance Exchange. Chicago 
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The Strongest Endorsements 



















of our success in helping men to help them- 
selves are our present prosperous Agency 
Managers. 


We are a progressive mutual Life Insurance 
Company with an enviable reputation for 
square-dealing with our field men. Our un- 
usual co-operation with and liberal compen- 
sation for Agency Managers aids them to 
quickly build for themselves. 


We have agency openings in the following 
cities of Pennsylvania where we are not now 
represented: Erie, York, Allentown, Lan- 
caster and Williamsport. 


If interested, address in confidence, 


L-76, The National Underwriter. 



























IF YOU ARE STRONG ENOUGH TO STAND ALONE 


Secure a contract with California State Life and receive the full com-~- 
mission on your business without reduction to take care of the expenses 
of superintendence and losses frqm advances to weak salesmen. 

Exceptional opportunities for capable, experienced salesmen. Attract- 
ive first year commissions and liberal renewals. References required. 
No advances. 


Write to: 
J. R. Kruse, Vice-President 


CALIFORNIA STATE LIFE 


Sacramento 

































1846 1925 
THE CONNECTICUT MUTUAL 


LIFE INSURANCE COMPANY 


Hartford Over 78 Years Old Conn. 
Insurance im force (Dec. 31, 1924)............ccccccccceees $541,268,924.51 
Teted ABmMted AGB... 00cccccccccscccccscccccccccccesese 119,224,634.25 


Policy Reserves, Company’s Standard (higher than that 
I BP BE Pw ncdccesoccntnceeccesccetcosceseed $ 99,971,639.00 
Dividends on Deposit with Interest..............0...ee00 4,254,585.67 


I nd cn deere anak aenenteaeeianin 3,876,867.77 
Surplus Reserves: 
For Dividends in 1925........ssccsse..seees $3,550,000.00 
Market Fluctuation and Investment Con- 
GET TORU Sacbesscadedecetcestate 1,369,972.58 
I cane ceccencecessccnsoves 6,201,569.23 11,121,541.81 
$119,224,634.25 
New Paid-for Business in 1924.................0cceseeeees $ 82,839,503.23 








HART DETROIT SPEAKER 





PRESENTED “OUR PROBLEM” 





New York General Agent Told Asso- 
ciation Members of Essentials in 
Grasping Insurance Idea 





DETROIT, MICH., Feb. 2.—“Our 
Problem and How to Meet It.”—That is 
the question of questions in the life 
insurance business. Some might say it 
would be impossible for any one man 
to present the problem of life insurance 
and its solution in a more impelling and 
informative talk than all others together 
but that was the opinion expressed by 
the members of the Detroit association, 
men and women when Hugh Hart, gen- 
eral. agent of the Aetna Life at New 
York City closed his address this 
evening; that is, when he stopped talk- 
ing, for he had but an hour, it being 
the rule of the association that the 
meetings must terminate at 8 o’clock. 
Mr. Hart said in part: 


Problem Not Individual 


“‘Our problem and how to solve it!’ 
What do we mean by a problem? Some 
people regard a problem as a calamity. 
Another class regard a problem as add- 
ing sport to the game. A problem is a 
responsibility, an opportunity and a 
challenge. Everyone should regard his 
problem as of a dual character, first in- 
dividual; second, vocational. The indi- 
vidual problem is, first, the object of 
his ambition; second, the attainment of 
his ambition. 

“Any man who recognizes his problem 
as an individual one only has missed the 
destiny for which he was created. He 
has forgotten the debt to the vocation 
by which he has to solve the individual 
problem. 

Gives Three Goals 


“What is our individual problem? 
Norvell Hawkins in his book, ‘The Sell- 
ing Process,’ says that every man 
wishes to succeed, first, to win fame; 
second, to make money; third, to serve 
his fellows. In my opinion, Mr. Haw- 
kins has missed a fourth factor: The 
vocation in which there must be a con- 
stantly increasing pleasure and that is 
just as fundamental as the other three. 
“What is ‘Fame’? We used to think 
a man had to be a politician to be 
famous. The old conception of fame 
was to have your name in the papers as 
a politician, to be lauded from one end 
of the country to the other. The sur- 
geon is hardly known outside his coun- 
ty but he serves his patient, gets him 
to the hospital and restores him to use- 
ful activity. Then men flock to his 
door to heal their ills. He has the re- 
spect and admiration of his neighbors. 
That is fare, not widespread, not noisy, 
all in his own community. 

“Fame is the deserved confidence of 
those who know us and know our work. 
The man who carries the rate book wins 
his reputation on his integrity and es- 
tablishes a fame that endures. That 
road is open to every man in our busi- 
ness. 

Is Profitable Work 


“The second element in our individual 
problem is the desire to make money, a 
very proper and necessary feature of 
our work. I dined the other day with 
a man who has made $150,000 selling 
life insurance. He didn’t save it; he 
made it. 

“The grocery clerk who sells $50 
worth a day gets, say, $1,500 a year. A 
life insurance man makes $10,500 on the 
same amount of sales in first vear prem- 
iums and renewals. In 1920 the average 
teacher made $900; the college profes- 
sor, $1.200 the clergyman, $1,200: the 
doctor $1,500; the lawyer $1,500. A life 
insurance man makes ten times what 
anv one of these men make. 
“Tabulations show that 97 7/10 of 
all incomes were under $5,000. In other 
words, the life insurance man’s income 
averages better than that of 97 7/10 of 





NEED CHANGE IN LAWs 


BAKER REPEATS SUGGESTION; 





Kansas Insurance Superintendent, i, 
Speech Before Life Men, Tells of 
Needed Legislation 





TOPEKA, KAN., Feb. 3.—Speaking 
before the sales congress of the Kans 
Life Underwriters held here last week 
William R. Baker, Kansas superintep. 
dent of insurance, commented on sey. 
eral of the important problems now be. 
fore his department. Mr. Baker re. 
peated his recommendation that a com. 
mission should be appointed for the pur. 
pose of re-writing the insurance laws oj 
Kansas. He said that there is som 
truth in the cry of the day to the effec 
that there are too many laws being 
made, but in the case of the insurance 
business, the wrong sort of laws are on 
the books. 

Referring particularly to the agency 
qualification law, Mr. Baker said that it 
is a sad commentary on a business a 
great as the insurance business, that it 
presents opportunities for employment 
to those who fail in every other line, 
He said that the part time agent can- 
not and should not be eliminated, but 
qualifications should be established to 
prevent the licensing of dishonest and 
unqualified men. 

In commenting on the functions of the 
insurance department, Mr, Baker again 
pointed to the burden of state taxes on 
the insurance business, as compared 
with the cost of regulation by the insur- 
ance department. Mr. Baker said that 
if the prospect was told that his prem- 
ium was $37.50 and the premium tax 
was $2.50, he would “howl,” but if the 
premium is $40, he pays it without a sign 
of discontent. 


Organizing New Territory 


The Old Line of Lincoln, Neb., last 
year entered Colorado, Texas, Oklahoma 
and Minnesota. It has now arranged 
for representation in those states. Ham- 
mond, Schulz & Hammond of Loveland, 
Colo., are managers for that state. J. 
Frank Montgomery of San Antonio has 
Texas. G. C. Clark ~f Enid, Okla., has 
that state and F. O. J. Peterson of 
Kerkhovan, Minn., is state manager 
there. 








selling life insurance? There’s the ar- 
swer. 

“Remember, too, there are two fea 
tures that are unknown in any other 
vocation, the extent of the field in which 
to sell and the method of compensa- 
tion. It would be the finest thing that 
could happen in this country if all men 
had to take part of their income ™ 
cash, the remainder spread over a pe 
riod of years, as prevails in our bus 
ness, your renewal commissions being 
distributed through the years. It is ut 
fortunate that most men in other vo 
cations cannot build a reserve. 


Service Factor Important 


“Now the third factor—social service. 
How can we serve humanity? Amer- 
icans spend only three cents out of their 
incomes for life insurance, while 8 
cents derived from life insurance % 
used to educate the fatherless childres. 
When you sell a man a life i 
surance policy you are making your 
contribution to that 87 cents, used ™ 
keeping homes from disintegration, com 
tributing to the fund that cares for the 
orphans of the nation and to the fund 
that_cares for helpless mothers. __ 
“Can men have fun selling life i 
surance? Some go down with nervous 
prostration caused by the devitalizing 
results of the game, but it can be played 
with joy. 

“I have found three sources of plea 
sure in selling life insurance—service: 
anticipation of profit to myself; the 
gratification of the sporting instinct. 
That instinct, the fighting instinct, pre 

















all incomes. Can a man make money 


vails in every real man and woman. 
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SEES BRIGHT OUTLOOK 


COMMENT FROM F. H. ECKER 


Metropolitan Official, in Address Before 
Managers’ Conference, Tells of 
1925 Prospects 





NEW YORK, Feb. 3.—Frederick H. 
Ecker, vice-president of the Metropol- 
itan Life, spoke on the outlook for busi- 
ness conditions at the annual meeting of 
the company’s managers here last week. 
He said that the prospects are that 1925 
will be a very prosperous year. He does 
not base his opinion upon the fact that 
stocks are selling at high prices, which 
he attributes chiefly to the state of mind 
of the public. His reasons for his con- 
fidence in the prosperity of the year are 
based on more fundamental facts. 


U. S. in Strong Position 


He said that crop failures have been 
prevalent throughout the world except 
in the United States and that as a con- 
sequence wheat is commanding a high 
price. Foreign countries must look to 
the United States for this product as 
well as for other necessities, which 
means prosperity for this country, espe- 
cially in view of the fact that the buy- 
ing power abroad has been increased. 
Confidence has been restored throughout 
the world by the Dawes plan, which 
has meant the reestablishment of credit. 

The chief advantage of the reestab- 
lishment of credit throughout the world 
is the diverting of American money to 
foreign investments. In recent times 
there has been a great danger that too 
much gold would be accumulated in 
this country for the welfare of the coun- 
try, but with the reestablishment of 
credit and of confidence throughout the 
world, there will be more investments 
abroad, reducing the’ surplus of money 
in this country and likewise developing 
the other countries which are so sorely 
in need of assistance. 


World Conditions Good 


Mr. Ecker has a very high conception 
of the inter-relation of business through- 
out the country and throughout the 
world. He pointed out that every busi- 
ness man is interested in the general 
business conditions everywhere, and that 
a failure in one section of the country 
or a depression in business anywhere is 
reflected throughout the country. He 
felt that American business men must 
make every effort to improve the situa- 
tion in business themselves rather than 
to turn to the government for relief, 
for every appeal to the government for 
regulation is another step towards put- 
ting the government in business, which 
Americans do not want. 

A life insurance company especially, 
said Mr. Ecker, has a vital interest in 
business conditions everywhere, espe- 
cially a life insurance company which 
conducts a business of such magnitude 
as the Metropolitan’s. A company of 
that size must deal in every form of in- 
vestment permitted life insurance com- 
panies, and must have its specialist in 
each field. The life insurance company 
has a fundamental interest in all public 
and private enterprises because it is 
handling the money of millions of peo- 
ple throughout the country and must 
be on the lookout for their best interest. 
The Metropolitan, for example, repre- 
sents between 1/5 and 1/6 of the popu- 
lation of the country, and consequently 
has a vast interest in every business 
Project in the entire country. 


Guardian Life Plan Approved 


James A. Beha, superintendent of in- 
Surance of the New York. has advised 
the Guardian Life of his official approval 
of the plan of converting the company 
from a stock into a mutual company 
through the retirement of its capital 
Stock at the rate of 300 percent or $150 
for each share of the par value of $50. 





GEM CITY CONVENTION 


—_—— 


FIXES NON-MEDICAL LIMIT 





Announcement Made by Dayton Com- 
pany That Such Business Will Be 
Accepted Up to $2,000 





Another mid-western company, the 
Gem City Life of Dayton, O., has an- 
nounced its intention of writing busi- 
ness, with certain restrictions, without 
medical examination. The Gem City 
will accept applications for a maximum 
of $2,000 without requiring a physical 
examination, providing the inspection 
report is favorable. The company will 
not issue more than $2,000 on the non- 
medical plan, even to old policyholders 
who have previously passed an examin- 
ation. Thus a policyholder carrying a 
$1,000 policy who has been regularly ex- 
amined can secure only an additional 
$1,000 on the non-medical plan. Offi- 
cials of the Gem City Life feel that there 
is a big field for business through the 
use of the non-medical plan, but wish to 
keep within safe limits. 


Announced at Agency Meeting 


The decision of the company to take 
up the writing of business on the non- 
medical basis was announced at the mid- 
winter meeting of the sales organization 
held at the home office last week. The 
age limits decided upon for non-medical 
cases are from 5 to 45. The company’s 
principal producers received the an- 
nouncement of the new plan with en- 
thusiasm. More than 75 were in attend- 
ance. 

The business sessions were presided 
over by I. A. Morrissett, vice-president 
and general manager, and E. M. Pavey, 
superintendent of agents. The sessions 
throughout were of a thoroughly prac- 
tical nature, both from a selling and ed- 
ucationa] standpoint. The company’s 
policy forms were explained in detail, 
sales talks were made by the leading 
producers, and quotas for 1925 were 
allotted to the various general agents. 


Dubin Had Largest Delegation 


George L. Dubin, general agent at 
Cleveland, who had the largest delega- 
tion at the convention, 19 of his pro- 
ducers being present, pledged a pro- 
duction of $6,500,000 for 1925. Mr. 
Dubin outlined the selling plan in 
Cleveland under which the business is 
sold in conjunction with the building and 
loan associations through the life in- 
surance-savings plan. 

Mr. Pavey presided at the banquet. The 
speakers were—Gustave Becker, secre- 
tary and treasurer; Assistant Secretary 
J. L. Robinson, John Prugh, formerly 
head of the building and loan depart- 
ment of the state of Ohio; F. A. Bots- 
ford, manager, accident and health de- 
partment, and Frank W. Bland of THE 
NATIONAL UNDERWRITER. 

Under the management of Vice Pres- 
ident Morrissett, the company has had 
a rapid and healthy growth. The Gem 
City has emerged from its period of 
early development and stands forth as 
one of the successful companies of the 
middle west. A mid-summer meeting 
of leading producers of the company will 
be held at the home office some time af- 
ter Aug. 15. Mr. Morrissett announced 
the qualification for attendance at this 
gathering. 


Gem City Life Figures 

The Gem City Life of Dayton, O., has 
issued its financial statement showing 
assets $965,385, reserve $666,871, surplus 
to policyholders, $273,252, insurance in 
force, $14,412.640 increase ‘$5,092,228, 
54 percent. The company under the 
management of Vice-President and Gen- 
eral Manager I. A. Morrissett has had 
a fine growth. It is licensed in Ohio, 
Michigan, West Virginia, Minnesota, 
Nebraska, Alabama, Georgia and Louis- 
jana. 











Price $1.00 for 1 


.90 in lots of 25 
80 in lots of 50 
65 in lots of 100 


In lots of 25 or more, your name will be printed on fly leaf without extra charge. 


E. L. KAUFMANN 


Room 700, Austin Bldg. 
111 W. Jackson Blvd. 
Chicago, Ill. 


Telephone Wabash 3933 





THE LIFE INSURANCE 
RECORD BOOK 


is designed to fill a long-felt 
need—a place where a man can 
keep a complete record of his 
insurance. The book provides 
and keeps a record of the fol- 
lowing. 

Premium and due dates 


Net cost, year by year 
Emergency Cash or Loan Values 


It gives you an opportunity to audit 
his insurance and get the benefit 
thus obtained. The Record book is 
of convenient size—it fits the pigeon 
hole of your client’s desk—it will be 
in constant use and your name will 
be before him the year ‘round. 




















“OHIO” 


Do you know Ohio has 135 Cities of 3,000 popula- 


tion or more. 


It is a State of Opportunities. 


The Ohio National Life Insurance Company, the 
Company of Opportunities, has some excellent 
openings for Agents, District Managers and Gen- 
eral Agents in the State of Opportunities for men 


who can qualify. 


For information, address in confidence if you 


desire, 


The Ohio National Life 


Insurance Company 


Cincinnati, Ohio 
T. W. APPLEBY, President 


W. F. MACALLISTER, Agency Manager 
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Haley Fiske Cites Strong 
Appeal of Life Insurance 


N his address before the managers’ 

conference at the close of the day’s 
session, President Haley Fiske of the 
Metropolitan Life told of a member of 
a religious order, Rev. Paul B. Bull, 
D. D., of the Community of the Resur- 
rection of England, who, as is the case 
in most such orders, had renounced the 
attractions of the world, and taken his 
vow of poverty and chastity. This man 
was firm in his belief that wealth was a 
hindrance to the true spiritual life of 
man, and consequently he desired no 
intercourse with wealthy men or or- 
ganizations. 

Insurance Changed His Views 

He made an exception in his friend- 
ship for President Fiske, however, and 
consented to visit the home office of the 
Metropolitan Life. After he had been 
shown the vast scope of the operations 
of that company, and had been given an 
insight into its monumental philan- 
thropic and welfare work, his opinion 
changed entirely, and he realized that 
that company was doing a magnificent 
work in the world. fn a letter to 
President Fiske he spoke of his ad- 
miration for this work, and said that 
there is a need in the world for men who 
habitually think in terms of millions. 

President Fiske used this as the text 
for his favorite theme, the vast oppor- 
tunities for good which are offered by 
the life insurance business. Mr. Fiske 
has the highest possible conception of 
the institution which he represents, and 
thinks of it in terms of its value to the 
world rather than from the standpoint 
of business and commerce. In his ad- 
dress he said that the daily relationships 
and contacts between the insurance 
agent and other human beings offer un- 
told opportunities for rendering real 
service, and even place responsibilities 
on the agent. 

The insurance agent is not merely the 


ILLINOIS LIFE INSURANCE CO. 





representative of a great insurance com- 
pany, but first of all he is a human 
being, with abounding human relations, 
and in the aggregate reaching millions 
and millions of people each week. It 
is impossible for a man who has a heart, 
who has the elemental instincts of 
humanity, to make the regular visits and 
not want to be of service. The Metro- 
politan home office has furnished the 
tools for rendering this service, perhaps 
the most notable being its nursing 
service for the sick, for which purpose 
it has more than 500 nurses in its own 
employ, as well as facilities for secur- 
ing nursing services in other localities. 
Another of the great tools given the 
Metropolitan agent is the literature 
offered by the publicity department for 
distribution to the public, literature on 
all topics of value in improving home 
life and living conditions. 

Mr. Fiske said that men should want 
to enter into the family life of our coun- 
try a great family composed of millions 
of human relationships. He said that 
the hearts of working people are yearn- 
ing for sympathy and human contacts, 
and that they are glad to become mem- 
bers of a great company offering the 
personal services which the Metropol- 
itan Life offers. 

Group insurance offers even greater 
opportunities for giving service. The 
group policy binds the employer and 
employe together in a common relation- 
ship, and ameliorates the bitterness 
existing between capital and labor. The 
Metropolitan Life is now undertaking 
a study of schools for the purpose of 
bettering the welfare of the children. 
It hopes to reach the 875,000 teachers 
and 21,000,000 pupils to teach the funda- 
mentals of health and consequently to 
solve the great health problems within 
the next 10 years. 


Go On Inspection Tour 


Vice-President T. F. Lawrence of the 
Missouri State Life accompanied by 
Robert McKittrick Jones, a director of 





the company and member of its execu- 
tive committee, and Edward C. Single- 
ton, manager of the company’s financial 
department, is now on a trip which has 
for its object a survey and inspection of 
the investment fields in Oklahoma, 
Texas, New Mexico, Arizona and Cali- 
fornia, in which states the company has 
a large part of its funds invested. A 
considerable part of the trip will be 
covered by automobile. The party is 
scheduled to return to St. Louis about 
Feb. 20. 


Gives Interesting Features 


President H. B. Smith of the George 
Washington Life, in submitting his an- 
nual report, showed that of the $23,- 
343,845 new business last year, $8,756,864 
was ordinary life, $945,361 limited 
payment life, $4,488,216 endowment and 
other forms, $683,449 term. The mor- 
tality ratio last year was 62.7. The mor- 
tality ratio since the organization of the 
company is 59.9. President Smith says 
that the lapse ratio last year was higher 
than normal due to business depression. 
There has been a demand for policy 
loans in excess of the normal. The fi- 
nancial policy is to make real estate 
loans principally throughout the terri- 
tory in which the company operates. 
Owing to commercial conditions the de- 
mand for loans has been unusual. 


President Clegg’s Itinerary 

Following is the full tentative itin- 
erary of John W. Clegg, president of 
the National Association of Life Un- 
derwriters, on his western trip: Feb. 20, 
Denver-sales congress; Feb. 21, Kansas 
City; Feb. 23, Lincoln and Omaha, 
Neb., Feb. 24, Des Moines and Cedar 
Rapids, Ia.; Feb. 25, Minneapolis, St. 
Paul, La Crosse, Wis.; Feb. 26, Rock- 
ford, Ill.; Feb. 27, South Bend, Ind.; 
Feb. 28, Saginaw, Mich.; March 2, 
Detroit; March 3, Louisville; March 5, 
Cincinnati; March 6, Columbus; March 
7, Cleveland. 





Woodward Agency Sho 
Record of Young Me 


NE of the interesting developme 

in the life insurance business 
Chicago has been the phenome, 
growth attained by several gene, 
agencies managed by young men. (, 
of the outstanding successes has be 
that made by Selwyn C. Woodard, ge 
eral agent of the National Life of Ve 
mont. Taking charge of this agen 
three years ago, he brought it in 19 
into second place among the company 
agencies and to a prominent place ; 
Chicago’s life insurance world. Ty 
agency’s December paid business wy 
more than that done in the entire ye 
preceding Mr. Woodard’s appointmen 
Mr. Woodard has adopted definiy 
agency standards and as a result hy 
built up an agency force with an excd 
lent morale. Himself a college man, & 
has surrounded himself with young ma 
mostly college men and has _alreaf 
developed many successful life insy. 
ance salesmen. 

In October 1924, Marc A. Law joined 
forces him as associate general agent 
Mr. Law has a wide reputation as a 
expert on inheritance and income taxs 
as they relate to life insurance and num 
bers among his clients many of Ch 
cago’s leadin~ business men. 

The rapid development of this agen 
has necessitated much larger offices ani 
on Feb. 1 the offices were moved t0 
suite 1733 Illinois-Merchants Bank 
building. This building is rapidly be 
coming a home for many of the leading 
life insurance companies, eight genenl 
agency offices now being located there 
The new office of the National Life ha 
been carefully designed. 

At the opening of the new offices Mon- 
day morning of this week, Mr. Wood 
ard’s agents presented him with $239; 
000 of new business and a floral token 
appreciation. 








AT THE CLOSE of BUSINESS DECEMBER 31, 1924 


Paid for Insurance in Force, 157 MILLION DOLLARS 
Which is an Increase of 7 MILLION DOLLARS 
Admitted Assets, 2644 MILLION DOLLARS 


Which is an Increase of 234 MILLION DOLLARS 


Income for the Year 1924, 6 MILLION DOLLARS 


Capital, Surplus and Special Funds, 5 MILLION DOLLARS 


Since its Organization the ILLINOIS LIFE Has Paid Policyholders and Their Beneficiaries 
2634 MILLION DOLLARS 


Illinois Life Insurance Co. 
CHICAGO 


JAMES W. STEVENS, FOUNDER 
GREATEST ILLINOIS COMPANY 





Illinois Life Building 1212 Lake Shore Drive 
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CENTRAL LIFE WINS 
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AN IMPORTANT CASE 


Illinois Company Not Bound on 
Rejected Application Notwith- 
standing Letter of Agent 


COURT SEES NO ESTOPPEL 


Terms of Application and Note Upheld 
in Suit Decided in 
Iowa 


The Central Life of Illinois has won 
an important case in Iowa on the right 
of an agent to bind a life insurance com- 
pany by stating to the assured that an 
application has been accepted when in 
fact the company has rejected the ap- 
plication. The decision is the more im- 
portant because a former case in lowa 
had been supposed to hold that a com- 
pany was bound by the representa- 
tions of its agent, notwithstanding the 


limitations on his authority. 

The case just decided was that of | 
August F. Beyer vs. the Central Life, | 
in the Iowa supreme court. 





Facts of the Case | 


In February 1921, August F. Beyer | 
and his wife Rosina made application | 
through John Maney, agent at Iowa | 
City, for $15,000 on the life of Rosina 
Beyer. The first year’s premium was | 
settled by a note payable to the com- | 
pany and delivered to Maney. The re- | 
ceipt delivered provided that “said ia- | 
surance is not to be in force and effect 
until said application shall be approved, | 
accepted and said policy issued and de- 
livered by said company.” The medi- 
cal examiner reported that the applica- 
tion be accepted. Several weeks later | 
the agent was notified that it had re- 
jected the application of Rosina Beyer. 
In the meantime, however, the agent | 
had written a letter to Beyer and his 
wife in which he stated, “You have both | 
been accepted by our company and I | 
will be over there in the near future and | 
make delivery of your policy.” 


Demand Made on Company 


Mrs. Beyer died and suit was brought | 
for “specific performance” to compel the | 
Central Life to issue a policy of $15,000 | 
and for the recovery of $15,000 under | 
said policy. It was contended that be- | 
cause of the letter written by the agent, 
the company was estopped from deny- 
ing that it has ever issued a policy on 
the life of Rosina M. Beyer and was es- 
topped from denying its liability under 
the policy. It was shown in trial of 
the case that August F. Beyer was a 
tenant farmer whose total income did 
hot exceed $1,000 per year and he was 
undertaking to carry life insurance on 
which the annual premiums amounted 
to approximately $600. 


No Contract Found 


The Iowa supreme court held decis- 
evely in favor of the company. It held 
cherly that there was no actual con- 
pect. It said the application for a pol- 
cy of insurance is in legal effect an of- 
pr on the part of the applicant. The 
~ ae be accepted in some manner 
ey company before it can be 
> to issue its policy. In this case 
it ompany had unqualifiedly rejected 


PA. next question was whether the 
. pany was bound by the letter of its 
=. On this the court said: 
e. Pongo | has been and cannot be the 
rs at the principal can be bound by 
Contrary to the authority conferred 


Where any $ : . 
; uestio = 
volved. q n of estopped is in 





The application provided that the 


l 
applicant would accept the policy for | 
‘subject to all its provisions’ and the pol- 
icy applied for contained the provision 
that ‘the payment of the first premium 
hereof is a condition precedent to the 
taking effect hereof, and this policy shall 
not become binding upon the company 
until said premium is actually paid and 
the policy delivered during the life time 
and good health of the insured, and the 
delivery of this policy without such pay- 
ment through the mail or otherwise, 
shall not be a waiver of such precedent 
conditions.’ 


Applicant Bound Herself 


“Thus it will be seen that the appli- 
cant was fully advised and in fact un- 
derstood and agreed that the insurance 
was not to be in force and effect until 
the application was approved and ac- 
cepted and the policy issued and de- 
livered by the insurance company. 

“The applicant herein bound herself 
by a valid agreement that the insurance 
was not to be in force and effect until 
the application should be approved and 
accepted and the policy issued and de- 
livered by the company. 

“Under such agreement how can it 
be said that the policy went into full 
force and effect when the risk was re- 
jected and no policy was ever issued or 
delivered. Can the insurance company 
be bound merely by the wholly unau- 
thorized and unwarranted statement of 
a soliciting agent who acts in direct vi- 
olation of the instructions given him? 


Agent Had No Authority 


“The representations made by the 
agent could not supersede the terms 
and provisions of the agreement as to 
the acceptance of the risk and the is- 
suance and delivery of the policy. 

“The records show without dispute 
that the agent Maney had no authority 
expressed or implied to act as he did 
in the matter. 


“It is further contended that by rea- | 


son of the transaction between the par- 
ties the company is estopped to deny 
its liability to issue its policy of insur- 
ance. 

No Ground for Estoppel 


“There is nothing in the records to 
indicate that the company ever had 
any knowledge or notice in any form 
that the agent Maney had informed 
the applicant Rosina M. Beyer that its 
application had been accepted. The 
company did not give Maney any au- 
thority to make any such representa- 
tions, and did not know that Maney 
had made them. How then can it be 
estopped to deny that it had accepted 
the application. 

“Further more, it nowhere appears 
that the applicant relied upon the false 
statements made by Maney or acted to 
her injury in any maner because there- 
of. The records fail to disclose the 
essentials upon which an estopped may 
be based.” 

The decision is encouraging as an in- 
dication that the courts are reaching the 
point where insurance contracts are con- 
strued in the same light as all ‘other 
contracts, and without prejudice against 
the companies. 


Guardian Life Convention 


The Guardian Life of New York an- 
nounces that its 1925 agency convention 
will be held at the Edgewater Beach 
hotel, Chicago, Aug. 10-13. 


Michigan Mutual’s Statement 


The Michigan Mutual Life has pub- 
lished its annual statement showing as- 
sets $19,180,877, policyholders’ surplus, 
$1,744,723. The assets increased, $1,- 
160,000. The surplus increased over 
$355,000. Its insurance in force is $111,- 
000,579, increase $7,296,000. The total 
amount paid policyholders since the or- 
ganization of the company is $39,787,911. 
The Michigan Mutual is issuing its 47th 


statement. Its securities are well | 


placed. The company is having a very 
splendid experience. 








A Central West Company 





General agency plan 

$21,000,000 life insurance 

$3,000,000 in assets 

Well equipped accident and health department 
Licenced in four states 

Standard and substandard policies 

One Agent's Contract only 


This Company Wants 











Live, modern agency manager 
Age, under 45 
Able to develop men and territory 

Without special policies 

Without prizes and bonus 

Without excessive commissions 
In short, an honest-to-goodness insurance man, 
with vision, personality, character, who can do 
things and teach others to do things. Company 
will pay this man a substantial salary. 


Address L-67, care The National Underwriter, giv- 


ing age, education, qualifications and salary expected. 




































Uncle Sam and President re 
Coolidge Keep Budgets— _$§' 
Why Not You? 6 


Vice-President-Elect Charles G. Dawes earned national 
acclaim by working out a budget for the United States 
Government. This was adopted as the only practical plan 
of reducing unnecessary Federal expenditures and of know- 
ing the financial status of the nation. 


President Calvin Coolidge says that he keeps a personal 
budget and runs his home on that basis. He believes in 
it for himself and for others. 

Business men and practical women (of large as well as 
of small income) have put their homes on the budget basis, 
or believe it a good thing to do so. 

If you have found the budget system easy to operate at 
home, we believe a copy of the JOHN HANCOCK 
BUDGET SHEETS would interest you particularly. If, 
like some others, you believe a budget is too much trouble, 
then we want you to see how simple is the John Hancock 
Budget. 

This would help you to start 1925 along the right lines. 
Without charge or obligation a copy will be sent on request. 





Over Sixty Years in 
Business. Now Insur- 
ing Over Two Billion 
Dollars in Policies 
on 3,500,000 lives. 
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Life Insurance Company 
| of the United States 


KANSAS CITY, MISSOURI 
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The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT +» 


sia Sea LATEST POLICIES AND AGENCY CONTRACT 
Openings Ohio, Ind, Ky., Mich., W. Va., Tex. and Okla, Write Columbus 


MONTHLY INCOME INSURANCE 
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THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY YEARS of prosperous and successful bus- 
It has passed through panics, pestilence and wars un- 


harmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 


life insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 

















IOWA 


The 


Security Mutual Life Insurance Company 
of 
Lincoln, Nebraska 


For information regarding a General Agency in 


SOUTH DAKOTA 


WYOMING 


write M. A. Hyde, Assistant Secretary 


A WESTERN COMPANY with WESTERN IDEALS 














National Underwriter want ads are result getters 








SERVICE BACK OF SALES 


(CONTINUED FROM PAGE 7) 


service. 


Conducts Agency Class 
and Renders Service - 


own work for a minute? 


writing. 
organization. 
are adapted to it, nor 


seven or eight new agents. 


Prospecting for Business 
Is Most Essential 


But I want to apply this new force 
to some of the daily problems of the 
underwriter who is succeeding but who 
wants to increase that success materi- 
ally. Prospecting for business is the 
first law of successful selling of life 
insurance. Without fear of contradiction 
I most emphatically state that if you 
will sell a satisfactory volume of new 
insurance, then you must have prospects 
and plenty of them. A few months ago 
one of our agents came to my desk and 
stated that he had run out of prospects 
and wanted to know how to get 15 or 
20 good ones. Every one will admit that 
this salesman brought to me some prob- 
lem. He had taken our sales course, so 
I felt keenly that some place or other 
we had failed him. After talking to him 
for a few minutes I discovered that he 
actually had not a single prospect—that 
his method of prospecting for business 
was failing him. 


What Life Insurance 
Will Do for People 


, 

I asked him to enumerate just three 
things that life insurance would surely 
do and without hesitation he stated the 
following: 

Life insurance will educate children, 


who dies before his ship comes in. 
I said to him, “please do not try to 
sell a policy for ten days, but on the 


age, every man who has some debt 


expecting his ship to come in during 
the next ten years.” He looked pretty 
skeptical as he went out of my office. 
On the eighth day he came back to me 


inside that his eyes shone like hot coals. 


work, I have 112 of the best prospects 
I ever saw.” 
the creative force which set this young 
fellow right in his first disaster on the 
pathway of the selling process. 


How Big Policy Was 
Seld to Norval Hawkins 


Many of you have doubtless heard of 
the manner in which Norval Hawkins 
was sold a very large policy about ten 
years ago. If you have it is worth re- 
peating, as it illustrates well the point 
and I will try to tell it to you in his 
own words, as related to me by Texas’ 





most prominent Ford dealer. “I had 


IS MOST IMPORTANT 


ager, because you will not give a real 
service to those new to the great busi- 
ness of life insurance, and you, Mr. 
Agent and prospective agent, because 
you do not demand this self same 


May I be pardoned if I refer to my 
In our agency 
we are starting a new class next week 
in a course on life insurance salesman- 
ship running two lessons a week for a 
period of eight weeks, meeting each 
Tuesday and Thursday evening from 7 
to 8 o’clock. Twenty-four have enrolled 
in that class and not one knows a thing 
about selling life insurance or has even 
dabbled in the profession of life under- 
They are being given that 
course absolutely free, without obliga- 
tion on their part of even entering the 
business at all, much less of joining our 
They obligate themselves 
to but one thing—to attend. They do 
not know whether they will be inter- 
ested in our profession, or whether they 
do we know. 
Now I will admit that the idea is neither 
new nor original, but I do insist that 
from that group we will gain at least 


and there was a fire burning so brightly | 


He said, “Say, I want to get back to | ; 
f | on a friend of mine and obtained the 
The idea of Service was | 
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suffered a severe operation,” said \M; 
Hawkins, “which seriously impaired my 
health for some years. One of the ap. 
noying results lay in the fact that | 
had neglected my life insurance and wa 
without protection. My doctors ha 
told me a year or two previous not ty 
attempt to secure life insurance and | 
had so informed various agents wh 
solicited me. I had kept up my trea. 
ments making calls at a well know 
physician’s office three times a weef 
regularly. As I considered the enormoy 
business problems ahead of me, I mug 
confess a reflection of my physical cop. 
dition was not pleasant. 


Young Man Got Audience 
With the Executive 


“One day a card was brought to m 
with this notation on it: ‘I have tre. 
mendous information for which yo 
would pay me a large sum of money—} 
will cost you nothing.’ Turning ove 
the card I read—Henry Blake—Life Ip. 
surance.’ Curiosity, pique and admira. 
tion for his colossal nerve caused me to 
let him come in. A bright red heade 
young fellow greeted me cordially, en 
thusiasm bubbling from him even in his 
handshake. ‘Mr. Hawkins’ said Henry 
Blake, ‘I understand you have not tried 
to secure life insurance for several years 
and the reason why. I knew you had 
none and needed some greatly, so Mr. 
Hawkins, I made our medical examiner 
take me to Dr. Jones, your persona 
physician. He told me you were now: 
perfect risk, that he wanted to kee 
you under observation for a little longer, 
but that he intended to discharge you 
very soon. Mr. Hawkins, you can now 
get life insurance—Isn’t that tremendous 
information?’ The boy’s enthusiasm, his 
joy at serving me with good news” said 
Mr. Hawkins, “so far surpassed his 
idea of selling me that I almost caused 
him to have heart failure when I applied 
for an amount three times greater than 
he had in mind. “Yes,” Mr, Hawkins 
concluded, “I want to end the story 
right. After a rather lengthy delay the 
policies were issued and paid for.” 

Where service is a motive power there 
is joy in selling. It makes for content- 
ment against unrest, enthusiasm against 
discouragement, power against weak 
ness, and something important to 
against no place to go. Where service 
is the spark starting the human engine 
we find a salesman who wonders a 
six o’clock where the day has gone a 
against the salesman who longs for five 
o'clock to come and an excuse to go 
home. All of these positive character 
istics make an inspired salesman, with 
success ever perched upon his shoulder. 
Show me a salesman who makes every 
act of his work a result of some human 
need to be fulfilled and I will show you 
a life underwriter who has a definite 


| c A » all 
| purpose for every hour in a day al 


life insurance will pay off debts, life | 
insurance will create a fund for the man | 


too short—aud ihot is a wonderful 
thing. Did you ever stand at a busy 
corner during the early morning rush 


| hour and watch the surging masses 4 


I + pass on foot? 
contrary you are going to prepare pros- | 
pect cards for every man who will tell | 
you’ he has children und s of | 
J niidren under 12 years o | ew a Pr am Was 


ahead of him,—and every man who is | 


they are disgorged from a street car and 
You can almost invafr 
ably pick out the failures from the pur 
poseless look upon their faces. 


Arranged for a Prospect 

“Service” if employed by you m4 
conscientious manner is not a_ fickle 
goddess. She will serve you well am 
sometimes without your knowing Ju 
how it is all done. I had a very mite: 
esting case about a year ago and! 
would like to tell you about it. I called 


usual preliminary information from him 
Sensing a rather large case I spent se” 
eral days working it up for him. I thet 
went back with the following progta™ 

$50,000 was to be written on the 


| trusteed fund plan at 5 percent interest 





the interest income to be paid to B® 


wife as long as she survived him and at 
her death $25,000 to be paid in lum? 
sum to each child. Another policy ¥® 
to be written paying $100 per mont 
to his wife for ten years after his deat 
and another paying $100 per month [0 
five years after his death. These t¥° 
policies were suggested because bs 
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children were of the ages seven and 
four. I completed the program with 
$5,000 lump sum, which added to his 
present insurance (all lump sum) 
amply completed funds for the cleanup, 
inheritance taxes and some ready money 
for administration and other expenses. 

I went over the whole plan with him 
and then received one of those shocks of 
which we often dream and seldom 
realize. His first words were “What 
will that cost?” I pointed out the cost 
on the brief as well as dividends and 
their various options and he then asked 
how he could pay that first deposit. By 
that time I had recovered from my 
fright and had an application before him 
and the case was closed. I know this 
man well and after making arrange- 
ments for the medical examination I 
asked him how he had come to take the 
whole program so quickly. He looked 
at me a minute and then gazed out of 
his ofice window “Elmer” he said, “do 
you see that big plant yonder? I own 
a lot of stock over there which has not 
paid a penny in dividends for three 
years. We always make money in our 
business, but the dividends have been 
mightly slim for the past year or two. 
While you were talking I wondered sev- 
eral times just what Nell and the kids 
would do if those dividends stopped and 
I was not here. As he turned to me 
again his eyes were moist and I could 
not help but paraphrase that mocking 
sign of which I have told you to—‘Ser- 
vice with a Tear.” 


Pre ion for Interview 
ast Be Based on Service 


To you, who do not believe that a 
successful sale is one hour at your own 
desk and 30 minutes with your prospect 
I say that the idea of service as your 
ablest ally has never penetrated. I heard 
a new definition of salesmanship not 
long ago, and its terseness appealed to 
me—‘“Salesmanship is making a man 
want what he needs.” 

Preparation for the interview must 
always be based on service to your 
client. But why not reverse the state- 
ment. Let service create the prepara- 
tion for the interview and you will have 
a wonderful preparation worthy of a 
real interview. Your prospect’s needs 
will be clear to you, they will stand out 
as beautiful roses to be plucked by you 
and placed in a beautiful basket as an 
emblem of captured fidelity to home 
and family. Let service sugar coat 
your client’s needs so that he will want 
to eat the whole bottle full of them 
at one sitting. 

Closing will cease to be a process of 
selling but rather you will carry your 
prospect with you behind the application 
there to enjoy a rare old painting of a 
bereaved family, happy in the know- 
ledge of every: need cared for. Service 
is the master brush, the creative power, 
without which the picture will be drab 
and lifeless. 





Will Not Hold Mid-West Meeting 


The Massachuetts Mutual Life will 
hold its annual agency conference at 
French Lick, Ind., some time next sum- 
mer. On this account the usual mid- 
west conference will not be put on in 
Chicago. The reason for the midwest 
conference has been that the annual 
meeting has been held in the east, and 
m order to allow a larger percentage 
of the agents in the west to get to- 
gether, the midwest conference has been 
eld. In view of the fact that French 
Lick, Ind., is the place for this year’s 
annual meeting, it has been decided to 
discontinue for one year the midwest 
conference. It is not known whether 
le eastern regional gathering will be 


Nourse Moves to Minneapolis 


G. P. Nourse, who has been doing or- 
8anization work in Minnesota for the 
Visconsin Life, will move to Minneap- 
ols early in February and work out of 
the Minneapolis office. J. L. Johnson 








ILLINOIS FEDERATION 
IN ANNUAL MEETING 


(CONTINUED FROM PAGE 7) 


eration as the legislature is now in ses- 
sion. Mr. Burras said that for the first 
time in its history a life company occu- 
pied one of the tables. All the officials 
of the Central Life of Chicago, headed 
by Judge H. W. Johnson, the president, 
were present. Mr. Burras paid high 
tribute to O. J. Arnold, secretary of the 
Illinois Life, and W. B. Flickinger, as- 
sistant manager of the Insurance Com- 
pany of North America, for lining up 
the life and fire interests, respectively, 
in favor of the organization. 

H. E. Babcock, editor of the “Fed- 
eration News,” poet, newspaper man and 
philosopher, formerly connected with 
the old Chicago “Herald,” where he 
gained a reputation as a rhymester in 
“Bab’s Ballads,” gave a humorous talk. 


Thomas B, Donaldson Speaks 


Thomas B. Donaldson, former Penn- 
sylvania insurance commissioner, was 
one of the speakers of the evening. Mr. 
Donaldson advised insurance men to 
keep away from the state capitol, run 
their own business in the right way, not 
expose themselves to danger trying to 
circumvent the laws and to maintain a 
very strong insurance federation. He 
said it is the prime duty of the insur- 
ance department to see that the solvency 
of insurance carriers is maintained. He 
does not believe that insurance commis- 
sioners should consider it their duty to 
pry into private affairs and to endeavor 
to harrass companies by telling them 
how they should run their business. 


Slap at Economy Program 


Mr. Donaldson took a slap at the 
economy program of President Coolidge 
by saying that frequently in governmen- 
tal work those who start on a program 
of economy can be penny-wise and 
pound foolish. He said that some of the 
state insurance departments are crippled 
because they have not a sufficient appro- 
priation to become efficient. If any 
governmental activity cannot be main- 
tained in the right way, he argued that 
it should be abolished entirely, instead 
of continued on a small appropriation. 
He said that every insurance man 
should work for a cause enthusiastically 
and uninterruptedly. He referred to the 
Insurance Federation as the only labor 
union insurance people have. 


Clifford Ireland Speaks 


Clifford Ireland, director of trade and 
commerce of Illinois, said that insur- 
ance men must guard their interests 
religiously. They must see that they 
are protected. He referred to the lack 
of funds that hampers the Illinois de- 
partment. The department has certain 
prescribed duties that it should perform. 
It should have sufficient money to carry 
these out. Mr. Ireland said that he did 
not believe in dictatorial domination on 
part of an insurance commissioner. He 
said that in Iowa, for instance, the state 
department in any one branch of its 
activities has more examiners than IIli- 
nois has for all its work. Mr. Ireland 
said it is impossible to get trained, tech- 
nical men to do insurance examining at 
present wage. It should be possible to 
employ men at adequate salaries and 
thus make the department really effi- 
cient. He said that Illinois needs more 
insurance examiners and a larger office 
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force. 

Furthermore, he said that a _ fully 
equipped Chicago office of the insurance 
department should be maintained. The 
annual revenues paid by insurance com- 
panies to the various insurance depart- 
ments amount to $44,000,000, while only 
$2,000,000 is appropriated to maintain | 
the departments. In Illinois the reve- 
nue is $4,090,605, or about one-tenth of 
the entire money spent in all the states, 
while only $153,690 was appropriated 
for the department last year, this being 
3.75 percent of the total collected. Mr. 
Ireland said that he is backing a meas- 
ure in the legislature to increase the 
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appropriation for the department. 
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PRUDENTIAL MEN HAD 
BIENNIAL CONVENTION 


(CONTINUED FROM PAGE 5) 


that fact and its appreciation by both 
home office and field representatives the 
Prudential has become one of the giant 
life insurance companies of the land, and 
affords every assurance of still greater 
usefulness. The present year of the 
Prudential marks its golden jubilee. In 
1924 the company wrote over $1,812,- 
000,000 of new insurance. This year it 
will write at least $2,000,000,000. The 
production in 1924, including industrial 
and ordinary business, exceeds anything 
that the company had ever done within 
a twelve-month, its industrial business, 
according to President Duffield now be- 
ing in larger volume than that had by 
any other company in the world. 


Other Officials Speak 


Following President Duffield, brief 
talks were made by Wilbur S. Johnson, 
vice-president and comptroller; vice- 
president and actuary J. K. Gore; 
George W. Munsick, vice-president in 
charge of agencies; J. W W. Stedman, vice- 
president in charge of investments; Ed- 
ward Gray, vice-president in charge of 
purchases; F. Boyle, vice-president 
and treasurer; W. I. Hamilton, vice- 
president and secretary; Fred H. John- 
son, vice-president in charge of the ac- 
tuarial department; and by Alfred Hur- 
rell, vice-president and general solicitor. 

Mr. Johnson is a veteran in the serv- 
ice of the Prudential, having joined its 
staff 45 years ago, and noting its growth 
in assets during that time from a total 
of $123,000, to its present figure in ex- 
cess of a billion dollars. 

Vice-President Gore was particularly 
gratified | with the development of the 
company’s monthly income business, and 
urged the field men to greater effort 
in the same direction during the pres- 
ent year. The average policy of this 
type, he said, is considerable higher than 
that of the ordinary contract. 

The 1924 allotment of the ordinary 
department managers for 1924, Vice- 
President Munsick said, was attained 
within the first 10 months, while the al- 
lotment for January in the present 
year, was exceeded by $7,000,000 within 
the first three weeks of the month, in- 
dicating the great reserve power of the 
field staff. 


Various Branches Discussed 


Emphasizing what President Duffield 
had previously said about the need for 
rendering service and yet greater serv- 
ice to the company’s policyholders Vice- 
President Hamilton noted that today the 
Prudential has close to 27,500,000 poli- 
cies outstanding, insuring some 18,000,- 
000 policyholders, and protecting prob- 
ably 3,500,000 homes in this country 
and Canada. A further benefit afforded 
the people by the company was its 
granting mortgage loans in 1924 that 
enabled the housing of 26,000 families. 

That a legitimate field existed for the 
much talked of half-rate policy Vice- 
President Johnson, its originator, 
pointed out that over $150,000,000 was 
written under the plan in the year re- 
cently ended. 


Investments a Big Task 


By no means the least important ac- 
tivity of a life insurance company is the 
safe investment of its trust funds, a 
serious task, when, as in the case of 
the Prudential these aggregate well into 
the millions and are being added to 
heavily month by month. Supervision 
of this division for the company is in 
the hands of Vice-President Stedman, 
who interestingly described one partic- 
ular form of investment, i.e., the bonds 
of emg utility plants, which he holds 
in high favor. Xtter outlining the de- 
sirability of this class of securities, pro- 
viding they are carefully chosen, Mr. 
Stedman presented a series of stereop- 
ticon views, illustrating some of the 
leading properties of the type favored by 
the Prudential. 

The eight hundred or more delegates 
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MINNESOTA CHANGE PROPOSED 





Legislative Committee Would Create 
Department of Commerce, Making 
Insurance Subordinate 





ST. PAUL, MINN., Feb. 3.—An im- 
portant change in the state insurance 
department is recommended in the re- 
port of the legislative interim committee 
made public this week. The committee 
was named to devise a rearrangement of 
state government in an effort to cut ex- 
penses, check waste and eliminate in- 
efficiency. 

Its recommendation as far as the in- 
surance department is concerned is that 
that department be placed in a depart- 
ment of commerce along with the bank- 
ing and state securities departments. 
The new plan provides for a state in- 
surance commissioner but would take 
from him some of the quasi-judicial 
powers he now has and place such pow- 
ers in a board of three. One of these 
powers is that having to do with licens- 
ing insurance companies. 

Under the proposed commerce depart- 
ment there would be three commission- 
ers one for insurance, one for banks and 
one for securities. In ordinary. business 
affecting their several departments they 
would act individually but on semi-judi- 
cial matters would act as a board. Each 
would receive a salary of $5,000 a year. 

The recommendations of the interim 
committee face a bitter fight in the 
legislature before they are adopted and 
there is slight chance that they will be 
adopted in their entirety, at least at this 
session. The report has the backing 
of Governor Christianson, who was a 
member of the interim committee, but 
it also has some stiff opposition. 


Will Increase Its Capital 


The Life & Casualty of Nashville, 
Temnn., at its stockholders meeting au- 
thorized the directors to increase the 
capital from $700,000 to $800,000 by de- 
claring a 14 percent stock dividend. 








company at a banquet held at the Wal- 
dorf Astoria in New York City one 
night. President Duffield acted as toast- 
master, and addresses were made by 
Gen. Herbert M. Lord, director of the 
Federal Bureau of the budget; Rev. S. 
Parks Cadman and Dean Andrew F. 
West, of Princeton University. 


Act on National Problems 


The more than 500 insurance mana- 
gers and superintendents assembled 
pledged to President Coolidge their 
earnest support of his efforts materially 
to reduce governmental expenses. Pres- 
ident Duffield, who presided over the 
opening general session of the confer- 
ence, was authorized to telegraph a 
strong message of endorsement to the 
President. 

Following a stirring appeal at the ban- 
quet by President Dufheld, for Ameri- 
ca’s participation in the world court and 
for a definite contribution by this coun- 
try to the movement for universal peace, 
the representatives of the Prudential in 
the field, covering every section of this 
country and Canada, are preparing to 
carry on a unique campaign for inter- 
national amity. Each of the more than 
20,000 members of the field staff have 
been urged by President Duffield to “do 
something greater than the mere writing 
of insurance” and to constitute them- 
selves missionaries of good government 
in their contact with the millions of fam- 
ilies they visit. The executive spoke ear- 
nestly of the need for the United States 
to take an active part in the trend to- 
ward world peace. “Speculation,” he 
said, “is not engaged in only in Wall 
Street and other financial centers. As 
a nation we are speculating if we think 
we can get something for world peace 
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REDUCING FARM LOANS 





CONDITIONS IN FIELD CITED 





President Huntington of Connecticut 
General Reports His Company Is 
Swinging to Other Investments 


HARTFORD, CONN., Feb. 4.—Pres- 
ident Robert W. Huntington of the 
Connecticut General Life announces in 
his annual report to policyholders that 
the company is reducing its farm mort- 
gage loans because of the fact that the 
federal farm loan banks and joint stock 
land banks have reduced the opportuni- 
ties for profitable investment in farm 
loans. The insurance company is there- 
fore increasing its city mortgages and 
President Huntington’ gives figures 
showing a $4,000,000 increase in this 
type of loan during the past year. 

President Huntington also says that 
the fact that of late public utility com- 
panies have been sustained by the courts 
in charging rates that are compensatory 
on their capital value has made their 
bonds a better investment than ever and 
he announces that during the past year 
the Connecticut General has purchased 
bonds of this nature to the amount of 
$3,048,500. President Huntington said: 


Report Severe Competition 


“Since the interest earnings of the 
company are depended upon in part for 
payments to policyholders, it is no small 
part of the duty of the managers of an 
insurance company to so invest tHe 
funds as to receive the highest rate of 
interest compatible with security. For 
many years the Connecticut General has 
stood high in this respect, owing partly 
to the fact that a large portion of our 
assets, over 50 percent, was invested in 
first mortgages on farms in the west and 
south, and partly to our skillful purchas- 
ing of other securities. Two years ago 
mention was made in this report of the 
fact that opportunities for profitable in- 
vestment in farm loans had been re- 
duced by the competition of federal farm 
loan banks and the joint stock land 
banks, whose securities were tax free 
and therefore marketable at a low rate 
of interest. This situation has continued 
and we have during the year enlarged 
our facilities for taking city loans and 
have not made as many farm loans as 
formerly. The comparative account 
stands as follows: 


Mortgage loans in force on Dec. 31: 





$27,273,156.51 $32,546,642.30 
Utilities Also Favored 


“During the year we purchased bonds 
to the amount of $3,379,600, of which 
$3,048,500 were the bonds of public util- 
ity corporations. The Connecticut Gen- 
eral has for years bought freely of pub- 
lic utility bonds and we now hold $8,- 
074,500 on these bonds. This type of 
bond is increasing in popularity among 
an ever-widening circle of investors, 
largely on account of their intrinsic 
merit, but of late also because the right 
of the companies to charge rates that 
are compensatory upon their capital 
value has been universally upheld by the 
courts.” 


Analysis of New Business 


The Bankers Life of Iowa has made 
an analysis of its new business last year 
and showed that 59.83 percent of the 
business was issued on policies paid up 







































at age 70. The company commenced 
to issue the new life paid-up at age 
65 plan in October, and 4.62 of the total 
year’s issue was on that plan. In the 
20-pay life the percentage was 6.93. On 
the 18-pay life, 7.64, on the five and 
ten year term, 7.24, on ordinary life 5.76. 
The 20-year endowment shows 2.18. 


1923 1924 
Farm mort 
gages .. . $23, 712,896.51 $24,853,576.38 
City mo rt- 
@ages ...... 3,560,260.00 7,693,065.92 | - 


METROPOLITAN FIGURES 
GIVEN BY HALEY FISKE 


(CONTINUED FROM PAGE 5) 


by the Metropolitan to its own em- 
ployes. 
Haley Fiske, Jr.. Was Leader 


Haley Fiske, Jr., was again the leader 
in the production of group business, his 
entire production for the year including 
group and ordinary, amounting to more 
than $35,000,000. Howard I. Potter was 
second with a total production of over 
$12,000,000, and B. J. Williams third 
with almost $9,000,000. 

William O. Washburn of Wilkes- 
barre, Pa., was the trophy winner for 
1924. Mr. Washburn has 75 men in his 
very large district, and during the past 
year has experienced difficulties because 
his district is in the coal region, but in 
spite of that his agency made the best 
record. The average gross increase per 
man per week was 92 cents. Of the 
various territories, the Metropolitan was 
highest with 85.91 cents increase a week 
per agent. The increase for the com- 
pany as a whole was 58.28 cents. 


( Record Low Mortality Reported 


Last year the Metropolitan Life had 
the lowest mortality record in its his- 
tory, of 8.5 per 1,000. The total num- 
ber of deaths was 130,790, which was 
7,210 less than the number for the year 
before in spite of the increase in the 
number of lives covered. This was an 
improvement of 5 percent. Between 
1911, when the company inaugurated its 
welfare work, and 1923 the morality rate 
for the company has declined 28 per- 
cent, while for the registration area as 
a whole it fell only 12 percent. This 
welfare work has saved more than 
$35,000,000 for the company in improve- 
ment in mortality during the period 
since 1911. 

Robert Lynn Cox; second vice-presi- 
dent, in charge of the publicity division, 
announced that the company will pro- 
vide each district office with a poster 
frame, and will furnish separate posters 
for each week of the year with imspira- 
tional messages and helpful matter. He 
asked that the district manager keep the 
posters alive, and make the change 
promptly each week. 

The Metropolitan received one of the 
eight awards for the best advertising, 
made under the gift of Edward W. Bok. 
The award was for the best single ad- 
vertisement, and was given on one of the 
company’s advertisements entitled “100 
years to a day,” submitted by the ad- 
vertising agency which handles the busi- 
ness. Approximately 5,000 ads were 
submitted by 175 agencies and adver- 
tisers. 


Had Gala Banquet 


The speakers at the banquet Saturday 
evening were President Fiske, Governor 
Silzer of New Jersey, Arthur Meighan, 
former prime minister of Canada, and 
Superintendent James A. Beha of New 
York. About 1,200 attended. The pro- 
gram was broadcasted, and the Metro- 
politan has received telegrams from all 
parts of the United States and Canada in 
response. 


Increase Policy Limits 


Francis O. Ayres, second vice-presi- 
dent, in charge of ordinary, said that the 
Metropolitan has increased its limit on 
the whole life contract from $50,000 to 
$75,000, in response to the general de- 
mand from its field force for increased 
limits. He pointed out to the managers 
the great opportunities this offers to 
agents to increase all existing whole life 
policies by $25,000 to bring them up to 
the new limit. The company has $690,- 
000,000 of these contracts in force. 

The group pension policy, which the 
company is placing on the market, sim- 
ilar to that given to their own employes, 
is worked on the payroll deduction plan. 
At age 20, for example, the employe 
pays $3 a month, for which he receives 
a pension of $1 a month for each year 
of service commencing at age 65, or $45 
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Overcame All Obstacles 


SoME men succeed in spite of all dif- 
ficulties. The obstacles seem _ insur- 
mountable, but they go ahead. C. H. 
Srmpson of Fargo, N. D., is state man- 
ager for the Minnesota Mutvat LIFE. 
The North Dakota agents held a con- 
ference at the state’ headquarters in 
Fargo last May. They decided that 
times were hard in North Dakota. Col- 
lections, they knew, would be tough. 


They set out, however, to write more 
business on a better collected basis than 
ever before. They accomplished both 
feats. Mr. Simpson himself was the 
company’s second largest personal pro- 
ducer for the year, losing out on first 
place by a narrow margin. His personal 
production was $425,000 in 1924. He 
teaches us a big lesson as to how to 
overcome obstacles. 


Insurance Department Appropriations 


Atmost all the state insurance depart- 
ments need a larger appropriation. 
While the general revenue from insur- 
ance companies has increased and the 
companies have gained much in size, the 
clerical and field force of the insurance 
department has not increased in a com- 
mensurate way. Many of the prominent 
departments are absolutely crippled be- 
cause they have not sufficient help. They 
cannot properly take care of the routine 
work that is coming through. It is not 
surprising, therefore, that these depart- 
ments are unable to make proper exami- 
nations and investigations for the pro- 
tection of the public. 

Take, for example, the Illinois insur- 
ance department. Its direct appropria- 
tion last year was $128,372, and its in- 
direct appropriation for postage and 
printing amounted to $2,318. The total 
revenue received from insurance com- 
panies in Illinois last year amounted to 
$4,091,907. This is a tremendous sum to 
be handled at an expense of a little over 
$130,000. The department needs twice as 
many examiners and a larger clerical 
force. The department has direct con- 
trol over a number of domestic com- 
panies. It is not able to touch some 250 


farm fire mutuals in the state. Taking 
the life, fire, general fire mutuals, recip- 
rocals, casualty companies, old line life 
and stipulated premiums, and the depart- 
ment has something like 175 companies 
to deal with. There are a large number 
of Illinois fraternals, too. 

The department should have a suf- 
ficient appropriation to enable it to do 
its work effectively, protect the public 
and the legitimate insurance companies. 

The situation in Illinois is duplicated 
in almost every other state. There was 
collected from the insurance companies 
in the way of taxes and fees in 1923, $59,- 
248,527. The expenses of the various 
departments amounted to $2,305,465. In 
other words, 3.89 percent of the total re- 
ceipts went to policyholders’ service. 
The general revenue of the state received 
96.11 percent. There is something rad- 
ically wrong with this allocation. The 
public deserves better protection along 
insurance lines. 

Wherever state insurance departments 
are bringing before the legislatures the 
need of a larger appropriation, insurance 
men should lend their support. Here is 
an opportunity to help the state insur- 
ance departments. 


Running Down the Valtures 


Tuere has been much trafficking in life 
insurance recently. There are those who 
prowl over the country and devour any- 
thing that comes in their way. Life in- 
surance has been disturbed by those that 
are seeking to speculate in it. It is a 
healthy sign to find that a number of 
people convicted in the Hawkins Mort- 
GAGE CoMPANY case at Indianapolis have 
been sentenced to pay fines and serve 
terms in the penitentiary. This concern 


operated a gigantic scheme and defrauded 
a number of people by mail through stock 
promotion. The Hawkins MorrcGace 
Company figured prominently in life in- 
surance deals. It is estimated that in- 
vestors lost something like $6,000,000 in 
this promoting game. It is unfortunate 
that there cannot be a thorough house- 
cleaning and other similar vultures be 
run to earth. Their destructive work is 
often hard to overcome. 


Masic Comes From the Soul 


Nor every person can sing. There are 
some that cannot carry a tune. They 
seem devoid of carrying on respectably 
even a well known melody. However, 
even if a person cannot express vocally 
what he actually feels, he can always 
have music in his soul. That is, he may 


be joyful, filled with good cheer and 
good will. This comes to the surface 
and is infectious. You can’t stop the 
music of the soul from being heard, 
whether a person can express it con- 
ventionally or not, if one is filled with 
good will toward his fellow men. 
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Walter R. Quick, auditor of the Metro- 
politan Life, whose sudden death a short 
time ago was a most unexpected shock 
to his friends, has been called the watch 
dog of the treasury of the Metropolitan 
Life. Mr. Quick was fundamentally a 
big hearted, friendly man, but because 
of his position as auditor of the largest 
of the insurance companies, gradually 
assumed an outer shell of brusqueness 
and hard heartedness. Those who knew 
him were well acquainted with his true 
nature, but he was not well understood 
by many strangers. 

Mr. Quick was always on the lookout 
for any possible saving to the company, 
and President Fiske says that he has 
been worth millions of dollars to the 
Metropolitan Life in his ideas for saving 
money. One of the latest of the plans 
he inaugurated was the system of re- 
mitting weekly balances to the home 
office by code telegraph so that they can 
be deposited immediately. Since that 
system was first proposed in the fall, 232 
districts have begun to make their 
weekly remittances in this way. It is 
estimated that the immediate deposits of 
balances will mean an annual saving to 
the company of $18,000 to $20,000. 
This is but one example of the many 
ideas Mr. Quick developed that were 
immensely valuable to the company. 

At the annual meeting of the com- 
pany’s managers, it was announced that 
Henry H. Sheehan had been elected by 
the board of directors to succeed Mr. 
Quick. Mr. Sheehan had been Mr. 
Quick’s first assistant for many years, 
and is familiar with his methods and 
habits. 


Kilbourn Smith Dennis, 36 years of 
age, son of the late W. W. Dennis, and 
member of the life insurance agency otf 

. W. Dennis & Co., of Louisville, 
died Jan. 31, after an illness of two 
years. His father died Jan. 19, at which 
time the son was too ill to be told of his 
father’s death. Kilbourn Dennis was a 
former Yale football player and athlete. 
Five months ago he was operated on in 
Boston, and returned home improved, 
but had been in bed for about three 
weeks prior to his death. For two years 
he had not been active in business. 


Harry Maybrook, one of the youngest 
life underwriters in Chicago, achieved 
a remarkable record in January, paying 
for 102 policies for a total of $198,000. 
Mr. Maybrook is only 23 years old. He 
has been in the life insurance business 
for four years starting with the central 
branch of the New York Life in Chi- 
cago when he was 19 years old. Since 
joining the agency, he has not failed to 
qualify for the $200,000 club of the New 
York Life, but this year expects to pass 
the $400,000 mark by the end of the 
club year. During the latter part of 
December, Mr. Maybrook set as his 
goal 50 applications for January and, 
with the assistance of J. A. Campbell, 
manager of the central branch, worked 
out a campaign that increased his goal 
to 100. Mr. Maybrook had a prospect 
list of 700 young men his own age and 
concentrated on this, with a result that 
he passed his goal of 100 applications 
of January. 

An unusual record was achieved by 
Philip McKaig of the Missouri State 
Life agency in Honolulu. Mr. McKaig 
paid for 389 policies in 1924 for a 
total of $794,250, his average policy 
being $2,042. Only seven policies written 
by Mr. McKaig were over $5,000. He 
found that a large business can best be 
written by “seeing lots of- people and 
selling many policies.” 


Minor Morton, formerly vice-presi- 
dent and agency manager of the Volun- 
teer State Life of Chattanooga, Tenn., 
has been elected agency manager of the 
Atlas Life of Tulsa, Okla. Mr. Morton 
started his life insurance career as an 
agent of the New York Life in New 
York City some 25 years ago. He be- 
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MINOR MORTON 
Agency Manager Atlas Life 







came one of the agency managers of th 
Equitable Life of New York in Ne 
York City, leaving in 1918 to go ti 
Chattanooga as agency manager of tk 
Volunteer Life. Later he was elect 
vice-president and made a member ¢ 
the board. After retiring from tk 
Volunteer State Life, Mr. and Mrs. Mo 
ton went abroad and a few weeks ~ 
returned to this country. 

William D. Shaffer, general agent ¢ 
Moline, IIL, for the Standard Life, did 
Jan. 27 in St. Louis, while attending: 
business conference of officials of th 
company. He was 69 years old and fe 
14 years had resided in Moline, havig 
been associated with the Standard Lit 
in various capacities. 

George R. Kolb will celebrate the st 
anniversary of his connection with tk 
Maryland Life of Baltimore on Feb. ti 
In recognition of this long service wit 
the company, the agents throughout th 
territory have pledged themselves a ce- 
tain amount of business in honor of M: 
Kolb. 



















James Burke, special agent for th 
Northwestern Mutual at Minneapolis, 
has undertaken a unique experiment ® 
life insurance salesmanship. He b# 
given up his office quarters in the North 
western Mutual agency, furnished 
the company without charge and hi 
leased a suite of his own on the samt 
floor, furnished it at considerable & 
pense and has engaged a private sectt 
tary to assist him in his work. 
Burke is confident the venture will pa 

“Some of the fellows think I am cry 
for giving up a company office, furnished 
and with telephone service, all of whit 
costs me nothing, to move into my o# 
suite at my own expense, but I dost 
think so,” he said. “I am confident tht 
by reason of this office I will get? 
certain class of business which I woul! 
not otherwise get. I propose to mat 
my office so attractive that my lies 
will find it a delightful place to com 
and talk business with me. 

Mr. Burke’s private offices adjoin 
Northwestern Mutual general agent! 
so that he will be in close touch with 
the agency. 

John C. B. Parker, who has been © 
nected with the underwriting dep 
ment at the home office of the Natiom 
Life, U. S. A., for a number of ye® 
has been elected assistant secretary. 

M. M. Parrish, state manager ® 
Florida for the Inter-Southern Life, . 
headquarters at Gainesville, immediat®! 
after attendance upon the agency com 
vention held in Louisville, left for Ba 
Creek, Mich., to undergo treatment © 
stomach trouble. Mr. Parrish is 4 
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r of this company as well as state 
eaaaet of Florida, and his Florida 
agency force pledged itself to in- 
crease the volume of business over last 
year during Mr. Parrish’s absence. 






L. H. Offner, general agent of the Mas- 
sachusetts Mutual at Milwaukee, reports 
that his agency has doubled its 1923 
record during 1924. Mr. Offner as- 
sumed the general agency at Milwaukee 
last year. He was formerly connected 
with the Bokum & Dingle agency of the 
Massachusetts Mutual at Chicago. 










A. J. , who has been general 
agent of the Pacific Mutual Life at Em- 
poria, Kan., will give his entire time to 
legislative work, as he is a member of 
the Kansas legislature, although he 
plans to reenter the company service 
later. As already announced E, A. Hol- 
brook of Topeka, Kan., takes over Mr. 
Ericsson’s territory. Mr. Holbrook has 
had 20 years experience in life insurance. 












Dr. Harvey A. Berkes, who has been 
connected with the medical department 
of the Pacific Mutual Life at the head 
office has ‘been appointed assistant 
medical director. He graduated from 
the Western Reserve University medical 
school, and had his hospital training at 















musical director. The company has 
already engaged Dana S. Merriman of 
West Hartford as musical director. 
Miss Molly Samolis has been engaged 
as studio secretary and, in addition to 
other duties, will be in charge of the 
“fan mail.” J. Clayton Randall is at the 
head of the technical staff as radio engi- 
neer. Herman D. Taylor is chief opera- 
tor, and William F. Coleman is assistant 
operator. 

Elliot E. Buse, who took up his duties 
as manager, is a Travelers man, having 


been taken from the field service division | 


of the group department. He is a gradu- 
ate of Colby College, class of 1922. In 
war-time he became a lieutenant at 
Plattsburg and was assigned to instruc- 
tion work at Camp Grant, Ill. He 
entered the service of the Travelers in 
1920. His voice will soon be familiar to 
radio listeners. 

Vice-President Cowles, under whose 
direction the station has been built, is 
probably one of the wisest men on radio 
in those parts. He has been a student 
of this mysterious and fascinating sub- 
ject for several years, and his experience 
has been woven into the installation. 


Mrs. Myrta E. Highland, wife of 
James T. Highland of Chicago, man- 
ager of the Chicago office of the North 
American Life, who died last week, was 
buried at her old home in Columbus, O. 


Irwin J. Muma, of Los Angeles, gen- 
eral agent for southern California of the 
Aetna Life, was stricken with cerebral 
hemorrhage Saturday afternoon while 
on his way to a business appointment 
and died late that night at the Holly- 
wood hospital without regaining con- 
sciousness. He had not been ill 
previously. Funeral services were held 
Tuesday. Mr. Muma entered the ser- 
vice of the Aetna at San Francisco 
shortly after graduation from the Uni- 
versity of California in 1900. Later he 
was connected with the Travelers as 
manager of the Chicago agency, life 
and accident departments, for six years, 
resigning 11 years ago to accept a simi- 
lar position with the Aetna Life of Los 
Angeles, in charge of ten counties in 
southern California. He was active in 
civic work and for a number of years 
was a member of the board of educa- 
tion of Los Angeles. 
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» cor ¢ 
icy _ C0 been named general agents of the Eu- 


Batik teka-Maryland Assurance at Reading 





CHANGES IN UNION CENTRAI. 





Announcements Are Made As to Some 
Appointments in Prominent 
Agencies in Some Sections 





Rufus A. Hunter has purchased the 


nouncement is made that J. I. McKnel-| interest of his uncle in the business of 


Hunter & Hunter, and will hereafter 


Life for the Spokane district for the | conduct the Raleigh, N. C. agency of 


the Union Central alone. Rufus A. 
Hunter has been a member of the agencY 
since the death of his father, Carey J. 
Hunter, two years ago. J. Rufus Hun- 


| ter, the uncle, has been associated with 


| the agency 


7 the Charity hospital in Cleveland. He 
rs of the was assistant physician in the dispen- 
in Nef sary for six years. 
Oo «go t > -— P 
er of th The Connecticut General Life started 
s elected this week a 60-day contest running from 
»mber di Feb. 2 to March 15, in honor of its 
rom th 60th anniversary. The company has 
(rs. Moa set $500,000 in premiums for this con- 
eeks ap test. Each agency is allotted a certain 
sum in premiums and not new business. 
agent 4 The Travelers radio station at its 
Life, did home office expects to start broadcast- 
ending i ing not later than Feb. 10. It will be 
s of team station WTIC, at Hartford, Conn. Theg 
1 and jefe Wave length can be gotten by turning 
>, having to 348.6 meters. | 1 
lard Lit The broadcasting service is under the 
supervision of a committee consisting of 
Vice-President Cowles, chairman; B. D. 
4 Flynn, D. A. Read, Major H. A. Gid- 
the . dings and William B. Bailey. 
with ¢ Ralph L. Baldwin, who is distinguished 
Feb. ii as a musical leader, composer and writer, 
a has accepted the position of consulting 
eS a Cth 
or of Mr 
for the 
—— MCKNELLY GOES TO ST. LOUIS 
‘imen 
He ha A ‘ . 
e North gency Director of the Spokane Dis- 
ished by trict of the New York Life Makes | 
and has Record 
the same | 
7%. 
able i SPOKANE, WASH., Feb. 5.—An-| 
Mr. 
—_ pa.fae 'Yy agency director of the New York 
am crazy 
‘urnished last 14 years, has been promoted to a | 
of which place with the St. Louis agency. Mr. 
my om McKnelly will take a six months’ vaca- 
T don't tion before assuming the duties of his | 
Jent tha my ONCE. 
ll gett Started at St. Louis 
La Me. McKnelly entered the service of | 
elie se company 21 years ago in St. Louis. | 
cont our years later he attracted attention | 
to to himself by writing 13 applications for | 
tjoin the anne in one month and by leading the | 
ages? = Louis branch in business paid for | 
ich wit! _ year, making both the $100,000 and | 
Te 00 club. In 1910 he transferred to 
Jregon where he led that branch in | 
a paid for business for the year. Then in | 
ern 1911 he came to Spokane as agency dil | 
Be rector. The first year, the branch paid | 
i al adit of business. In 1924, the | 
yo cane a , i arlv $5 ~ 
as one gency paid for nearly $5,000, | 
ager B 
ife, wi J. E. Fehl and F. J. Detzinger 
nediate J. E. Fehl and Fred J. Detzinger have 


nent 


ee and Lancaster, Pa., respectively. 
i 





since 1905. The Raleigh 
agency has ben known as “The Hunter 
Agency” since 1888 when the late Carey 





| 





J. Hunter made his first contract with | 


the company. 
Changes in Far West 


Wm. J. Stilz of Portland, for health 


reasons, has resigned the managership 
of the Oregon agency but will remain 
associated with the agency. Herman A. 
Zischke, agency director at Spokane, will 
on March 1 be transferred as manager 
at Portland. The vacancy at Spokane 
is filled by the transfer of General Agent 
C. R. McGrew from Casper, Wyo., the 


Wyoming agency for the present being | 


discontinued, and the business in the 
state handled by Manager M. G. Hod- 
nette through the Denver office. 

J. W. Walker, retiring insurance com- 
missioner of Utah, has been appointed 
general agent for the state, effective 
March 1, succeeding John V. Crone who 

















Washington 


Producing 


General Agents 


Wanted 


Michigan 
Virginia 
Kentucky 


Unusual opportunities and attractive contracts to 


men who are good PERSONAL PRODUCERS 
and who have ability to ORGANIZE an agency. 


Must have details regarding insurance experi- 
ence, production in each of last three years, and 
particular territory desired, in first letter. 


For booklet “Why the Minnesota Mutual” write 


O. J. LACY 


2nd Vice-President—in Charge of Agencies 


THE MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


SAINT PAUL 


MINNESOTA 
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agency qualifications? 
putting your ideas over in a forceful, clean- 
cut way? Read the list below. 
self the once over. 
checked up, write us and tell us why you are 
one of the men we are looking for. 
Participating 
Age limits 10-65 


54% on 
Instalment Settlements 


Atlantic Life Insurance Company 
Richmond, Virginia 


$108,000,000 Insurance in Forse 


ee 
Are You 


an experienced aggressive man with general 


Are you capable of 


Give your- 
Then having carefully 


Non-Participating 
Disability Income 
Double Indemnity 


$12,000,000 Assets 


W. H. Dallas, Superintendent of Agents 


ba mmm 
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TEXAS : 
AGENCIES OPEN 


RESOURCES 
Over One Million Dollars 


OUTSTANDING 
INSURANCE 


Over Twelve Million 
Dollars 


For Particulars Write 


The Western National Life 


Insurance Company 
Box 2131 
Denver, Colorado 


Note: During the 12 years we have been in business we 
have never contested a death claim nor have we ever lost 
a dollar on any investment. No past due interest 
December 3 Ist, 1923. 





























H. A. HOPF & 
COMPANY 


MANAGEMENT ENGINEERS 


Specializing in Advisory Work for 
Insurance Companies 


Organization Equipment Standardization 
Methods Personnel Modern Office Planning 


Main Office—40 Rector St., New York 
Western Office—327 S. La Salle St., Chicago 


— 














continues with the agency, devoting his 
effort hereafter to personal production. 


TERRITORY IS CONSOLIDATED 





William B. Henderson & Associates of 
Kansas City Now Get Kansas and 
Western Missouri 





Edward A. Tirrell, general agent of 
the National Life cf Vermont at Topeka, 
Kan., for 10 years, has become a mem- 
ber of William B. Henderson & Associ- 
ates of Kansas City, Mo. This general 
agency firm has ben incorporated. The 
company has combined the Topeka 
territory with that of Kansas City. 
William B. Henderson & Associates be- 
come general agents for Kansas and 
western Missouri. Mr. Henderson has 
represented the National Life as general 
agent for 23 years. In 1922 he built a 
handsome one-story building at 924 Mc- 
Gee street, Kansas City, which is used 
as the headquarters. 


JORDAN APPOINTED MANAGER 








Succeeds Dickinson in Eastern Penn- 
sylvania Territory for Sun Life of 
Canada—Walrath Goes Up 





Eugene Jordan has been appointed 
manager of eastern Pennsylvania by the 


















Sun Life of Canada, succeeding H. W. 
Dickinson, who has retired from the 
management, though continuing with 
the organization as a representative in | 
the field. L. D. Walrath has been ap- | 
pointed manager of the western Pennsyl- 
vania division to succeed Mr. Jordan. 
Mr. Jordan was made manager of the 
western Pennsylvania division a little 
over a year ago, organizing that office 
which was then newly created. He 
built a large business in the Pittsburgh “ 
territory and upon the retirement of 
Mr. Dickinson, was immediately trans- 
ferred to the Philadelphia territory to | 
take charge. 

Mr. Dickinson who now retires from 
managerial duties is one of the veteran 
life underwriters in Pennsylvania. Be- | 
fore entering the life insurance business 
he had a distinguished scholastic career 
and for some was a professor at the 
Pierce business college of Philadelphia. | 
Later he became an organizer for the | 
Mutual Life of New York in the coun- | 
ties adjacent to Philadelphia, and then | 
joined the Sun Life of Canada in a| 
similar capacity. He succeeded C. H. 
V. Branch, now assistant to seg¢retary | 
of the company, in the management of | 
the Philadelphia office. He will devote 
his active time to personal production in 
the future. 

Mr. Walrath, the new manager of the 
western Pennsylvania division, has been | 
in the life insurance business since 1910. 
The first few years after his graduation 
from college in 1901 were given over to | 
scholastic work, being professor of nat- | 
ural science at the Chicago university | 
for a few years. Since 1905, however, | 
he has devoted his time to salesmanship | 
and sales organization and since 1910 in 
the life insurance business. He has been | 
assisting Mr. Jordan in the management | 
of the Pittsburgh division, so that he is | 
well acquainted with the field. 





| 
J. C. Todd 


The Eureka-Maryland Assurance of 
Baltimore has announced that J. C. | 


Todd has joined the Hagey H. Camp- | 
bell company, general agent at Pitts- | 
burgh, Pa. to take charge of the life in- | 
surance department. | 





Charles C. Norton | 


Charles C. Norton has been appointed 
agency director of the New York Life 
in Spokane, Wash. The announcement 
was made by A. S. Elford of Seattle, | 
inspector of agencies. Mr. Norton has 
been agency organizer of the Seattle | 
office ten years, having gone to Seattle 
from St. Paul. He has been with the 
company 20 years, is a past president 
of the Seattle Life Underwriters’ Asso- | 
ciation and at the last meeting was | 

















Sand 


The famous dunes of 
Northern Indiana not 
only furnish material for 


BUILDERS, but hand 
us a thought. 


IS YOUR craw full 
charged with SAND? 


Then you can talk to us 
about handling Lake 
County, Indiana. 








It’s not the company, 
nor the contract, my 
skipper friend. It’s 
SAND. 


We've got the big steam 
shovel and the force be- 
hind it to bite up the 
business. Can YOU 
run’er? 


One page, 8x12, one side 
of the sheet, ought to be 
our mental photograph 
of you. Two cents. 


The Western 


Reserve Life 
Insurance Company 
MUNCIE, INDIANA 


J. H. Leffler, President 
J. W. Dragoo, Secretary 


Gaylord Davidson, 
Agency Manager 




































Do you sell 
Accident and Health 
Policies? 


If you do—you need the Cas- 
ualty Review. 

If you don’t you are passing 
up a profitable sideline. : 

The Casualty Review will 
help you get started and once 
started will keep you going. It 
is the only publication devoted 
solely and exclusively to the 
Accident and Health business. 
It contains real helpful bust 
ness-getting hints and sugges 
tions. There are special articles 
on the methods that particular 
men have used successfully, de- 
partments, pictures, and other 
helpful material. It is an hon- 
est to gosh money-maker (of 
H and A salesmen. 

You can get this live red 
blooded salesman’s magazine 
for a whole year for two dol- 
lars. Twenty cents will bring 
you a sample copy. Act now. 
You'll never regret. =" 
THE CASUALTY REVIEW 

1362 Insurance Exchange 
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elected a life member of the association, 
the third to receive this honor in the 


past 15 y 


New 


cord, N. 


changes in its field. A, C. Willson, for- 
mer general agent of the company at 
Boston, Mass., has been succeeded by 
George H. Tracy. Alfred F. Nye has 
been appointed general agent in the New 
Bedford territory. 
will be located at Fairhaven, Mass. Nel- 
son S. Goodale, formerly general agent 
of the Reading, Pa., territory is no 
longer connected with the company. 
Fred H. Ream has been appointed gen- 
eral agent in the territory of Dayton, O. 
The Golden agency at Cincinnati, Reilly 
& Lenau, general agents at Lima,O. and 
G. G. Phillips of Toledo, O., are no 
longer connected with the company. 


W. S. McCarroll and Paul Remmel 


Jefferson Standard Life 
opened a branch office at Little Rock, 
Ark., with W. S. McCarroll and Paul 
Remmel as managers. Sam Powell, a well 
known life underwriter and one of the 
largest personal producers in Arkansas, 
will be associated with this office as 
special agent. 
was formerly handled through the Mem- 
phis office, but the business has grown 
sufficiently to warrant the opening of a 
branch office. 


The 


Midland Mutual Appointments 
The Midland Mutual 


lumbus, 


York Life presented Mr. Norton 
with a traveling bag at a farewell 
luncheon in his honor. 

United L. & A. Changes 
The United Life & Accident of Con- 
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ears. The Seattle staff of the 


has announced several 


n., 


For the present he 





has 


The Arkansas territory 





Life of Co- 


O., has announced several 


F. F. Fulenwider of Baltimore will be 
general agent for the state. The Dis- 
trict of Columbia is also being entered 
by the Midland Mutual. C. D. Delphey, 
Jr., has been appointed general agent af 
Pittsburgh, succeeding J. Stewart Gray, 
who has resigned. H. K. Davenport 
has been appointed general agent at 
Grand Rapids, Mich. a new general 
agency opened Jan. 1. Paul V. Helm 
has been appointed general agent at 
Lancaster, Pa., taking on his new duties 
Feb. 1. 


J. P. Manaher 


J. P. Manaher has been appointed a 
general agent for the Continental Life 
of St. Louis in Chicago. He has had 
considerable life insurance experience 
and is expected to build up a success- 
ful agency for the company. 


Enlarges New York City Plant 


In addition to the two New York of- 
fices that the Columbian National Life 
of Boston has had in New York City for 
some time, viz. C. R. Harper at 149 
Broadway, and Arnold Harmelin at 
1133 Broadway, it has recently opened 
five new offices in greater New York. 
Albert H. Jones, 50 East 42nd street; 
William Schlesinger, 1819 Broadway; 
Adolph Sternberg, 391 East 149th street; 
Oliver F. Cusson, 120 E. Fordham road, 
and Charles Kurzwell, 94 Clinton street, 
Brooklyn. 


Peoples Life Appointments 


The Peoples Life of Chicago has an- 
nounced two more agency appointments 
and is rapidly building its agency plant 
throughout the territory in which it op- 
erates. Walter Milder has been ap- 
pointed district superintendent for north- 
ern Illinois, with headuarters at Rock- 





ford. Mr. Milder will cover 12 counties 





side agency changes and appointments in 

be territory which is now being opened. | across the northern section of the state. 
) The company is applying for admission | He was with the Western & Southern 
aph to Illinois and Frank E, Foster of Chi- | Life for some time and made an excel- 


lent record as a personal producer. J. 


B. 


superintendent at Moline, IIL, to cover 


cago will be the new general agent, 
starting about Mar. 1. The company is | 
applying for admission to Maryland and | 





Hankla has been appointed district | 


several surrounding counties. Mr. 
Hankla was formerly with the Old Col- 
ony Life and is well known in the Mo- 
line territory. A. M. Griffen, who was 
appointed general agent at Kansas City, 
Mo. a few months ago, has already ap- 
pointed over 100 local agents in Mis- 
souri, although only in the field four 
months. The Missouri territory was 
only opened in October, but it ran the 
Indiana field a very close second in paid 
for business in 1924. 





O. F. Davenport 


O. F. Davenport, for the last year as- 
sociated with the Reisch, Morgan & 
Reisch insurance agency at Springfield, 
has been made general agent in the 
Springfield district for the Mutual Life 
of Illinois. H. B. Hill, president of the 
Mutual Life, in announcing the appoint- 
ment paid a high tribute to Mr. Daven- 
port, who is widely known in the com- 
mercial, civic and social life of the city. 


Lincoln Liberty Changes 


R. W. Erwin, formerly general agent 
at St. Louis, Mo., has been advanced to 
field supervisor for the Lincoln Liberty 
Life and will supervise Missouri and 
Kansas with headquarters at Kansas 
City. L. W. McLennan, formerly with 
the Lincoln Life, has joined the Lin- 
coln Liberty Life as agency representa- 
tive out of the home office. F. R. Ed- 
son, formerly district agent of Norfolk, 
Neb., has moved to Grand Junction, 
where he will have the western half of 
Colorado for the Lincoln Liberty Life. 


Earl Brown : 


_Earl Brown, formerly agency super- 
visor for the Medical Life, has been 
made ,xeneral agent at Sioux City for 











partment. 


will resume personal production work 
for the same company. The San Fran- 
cisco office of the company will be dis- 
continued until the appointment of a 
successor. Mr. Waterman left his pro- 
fession as a mining engineer in 1914 to 
enter the life insurance business with 
the Pan Américan. He made an excel- 
lent record as a personal producer in 
Cuba an Honduras. Although a native 
of San Francisco, he feels that he would 
prefer to live in the tropics. 





Maryland Life Appointments 


L. T. Terrell has been appointed field 
supervisor for the Maryland Life in 
North Carolina and South Carolina, with 
headquarters at Greensboro, N. C. Mr. 
Terrell was formerly located at Atlanta, 
Ga. He has been with the company for 
a number of years. W. W. Batchelor 
has been named field supervisor with a 
territory covering Maryland, Penn- 
sylvania and West Virginia. 


J. H. Stoddard and E. §S. Roseberry 


James H. Stoddard, for 33 years as- 
sociated with the Aetna Life and for 
many years district agent for that com- 
pany, has been appointed general agent 
for the northwestern Illinois district of 
the International Life & Trust. Mr. 
Stoddard will place an organization of 
his own in the field. 

E. S. Roseberry has taken over man- 
agement of the aterloo, Ia. territory 
for the International Life & Trust. He 
was formerly eastern field manager for 
the Lutheran Mutual Aid Society. Mrs. 
L. A. Batim, who has represented the 
International locally at Waterloo, will 
remain in charge of the insurance de- 








Medical Life Appointments 








| 
the Rockford Life. | ; : 
| The Medical Life of Waterloo, Ia., is 





I . 4 " > ° 7 an 

Douglas Waterman ie itering Kansas and Nebraska. New 
| State agents recently appointed are 

Douglas Waterman, general agent for| Charles Fries, 2540 Harriet avenue, 


the Pan-American Life in northern Cal- | Minneapolis; D. E. Cook, Andalusia, 
ifornia since last March, has resigned | Ala., and E. H. Blissard, 2906 Leaven- 
and will leave soon for Cuba, where he | worth street, Omaha. R. H. Dildy of 


















































NINETEENTH ANNUAL STATEMENT 
* - 
‘ The Midland Mutual Life Insurance Co. 
Its Performances Exceed Its Promises 
NA COLUMBUS, OHIO 
FINANCIAL CONDITION, DECEMBER 31, 1924 
ASSETS LIABILITIES 
RR ERS). 6 eee $ 2,257.50 te Tg ER i rine ae pee ne Pe $8,191,940.00 
Acquired through foreclosure proceedings. Set aside as required by laws of Ohio to meet all policy 
TI I sn eainnmeeben 7,409,415.64 obligations as they become claims by death, maturity, or 
ager | Made in accordance with Ohio laws, limiting amount loaned total and permanent disability; valuation made by Ohio 
| to 50% appraised value of real estate; secured by real estate Department of Insurance. 
—_ a appraised at $20,247,532, with fire insurance on buildings as- Pee I PN “hie Ce dc bb Ua cecdecicadctdcacerts 197,826.00 
— signed to Company amounting to $9,543,055. Present value of installments payable, not yet due, $41,- 
ER SR PRE IE ae tN CEE ee 674,153.00 731.71; dividends left with Company on interest and in- 
Liberty Bonds, $227,150.00; Municipal Bonds, $35,978.00; terest thereon, $122,609.11; premiums paid in advance, 
Federal Land Bank Bonds, $411,025.00. $33,447.39; surrender values of cancelled policies unpaid, 
RRS 1 0 ae HRCI 36,720.00 37.79. 
“as- Secured by pledge of bonds. 6B a SERRA, TE AIRES eh Re RUE Eat ea 31,4434 
POLICYHOLDERS OBLIGATIONS: sé iscecsccccacevecscece 1,215,672.37 Death and disability claims reported, proofs not received. 
ing Loans on policies, $1,134,082.88; Premium notes, $81,589.49; Pe ee REED, Kno. dboncccccdasdoannccencs 425,650.47 
all secured by policy reserves carried in liabilities. Due, $19,124.44; held for payment of regular dividends in 
will PER RE > acta Ae OS aE eee 36,315.89 1925, $241,600.00; term, deferred dividend and extra dividend 
nce __In office, $8,908.96; in bank, $27,406.93. funds, $164,926.03, 
It Do sce aciabe 118,600.48 ee EE “ck. bub chadsncvcbecdsandsceesebesokcansesen 189,417.08 
ted On mortgages, $103,111.57; on bonds, $12,281.45; on premium Disability, accidental death, and mortality fluctuation surplus. 
the notes, $2,289.97; on collateral loans, $917.49. oe Bk, RR a rr 71,283.60 
ess. PREMIUMS UNREPORTED AND DEFERRED............ 197,388.74 Unearned interest on policy loans, $26,031.34; accrued and 
usi- Due from policyholders against which proper reserves are contingent commissions, $8,127.83; reserve for taxes, $30,- 
es- charged in liabilities. 275.00; medical fees and accounts unpaid, $6,849.43, 
cles eR IE TR, TE a rel 3 ae 57,675.97 SURPLUS TO POLICYHOLDERS............:ceeeseeeeeeeee 581,468.52 
slar Bills receivable, $19,302.46 ; agents’ balances (net), $18,528.95; 
de- commuted renewal commissions, $18,841.67; due from rein- 
her suring companies, $1,002.89. 
on- 
for | OCA, Ce ins Be i. snes dinndéuageeiae 40s os $9,748,199.59 
| Not admitted under regulations of Department of Insurance— 
ed- Bills receivable, $19,302.46; agents’ balances (gross), $21,- 
~ | 026.25; commuted renewal commissions, $18,841.67.......... 59,170.38 
. —_—- 
al) | TOTAL ADMITTED ASSETS..............sscceessesseeees $9,689,029.21 RN a a a ay eee $9,689,029.21 
TOTAL INSURANCEsrIN FORCE (Paid-for basis)........ $66,514,076.00 
Ww DR. W : OFFICERS 
: H oo THOMPSON, President. DR. FRANK HARNDEN, Medical Director. J. A. HAWKINS, Manager of Agencies. 
DRE RNOLD, First Vice-President. J. G. MONROE, Superintendent of Agencies. J. CHAS. RIETZ, Actuary. 
i . £. J. WILSON, Vice-President and Medical Director. G, W. STEINMAN, Secretary. C. G. BARRATT, Assistant Secretary. 
F. R. HUNTINGTON, Treasurer. 
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Cedar Rapids, Ia, succeeds L. S. 































FOUR YEARS YOUNG 
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Our Business in 1924 


Income $608,000...........+++- Gain 13+-% 
Assets over $1,100,000......... Gain 25+% 
Capital and Surplus over 

$358,000 ......+.. eee 2s-ee ees Gon ute 
Savings in Mortality $73,000 or... 66 





We have paid to our Policyholders or 
their beneficiaries since our organization 
started—$202,476.15. 

SALESMEN WANTED 
Minnesota, Iowa, Nebraska, Missouri, 
Kansas, Arkansas and Oklahoma. 


NATIONAL RESERVE 
LIFE INS. CO. 


GEO. GODFREY MOORE, President 
Topeka, Kansas 


Bigelow, general 


Humphrey. 
is no longer 


agent at Council Bluffs, 
with the company. 





H. H. Beeson 


H. H. Beeson has been appointed gen- 
eral agent for the Inter-Southern Life 
for central Ohio, with headquarters at 
Columbus. 





E. H. Norene 


Edwin H. Norene of Portland has 
been named agency organizer in Oregon 
for the New York Life. Mr. Norene 
entered the company’s service under i. 
W. Day, director of agencies in Oregon, 
in 1911, as an office boy from which 
position he has climbed to his present 
post. 





Two Managers Appointed 
The American Old Line Life of Lin- 








coln, Neb., has appointed George R. 
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The 


Company 





: 


Policyholders’ 


52.4% 


of the new business issued by The Northwestern 
Mutual Life Insurance Company of Milwaukee, 
Wisconsin, in 1924 was upon applications of 
members previously insured in the Company. 








THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 


MILWAUKEE, WISCONSIN 


W. D. Van Dyke, President 








Once a Policy- 
holder—Always 
a Prospect. 
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ROCKFORD LIFE 


For direct contract with Company, write to 


FRANCIS L. BROWN, Secretary and Manager 


ROCKFORD, ILLINOIS 


























Whitney as agency manager at the Lit 
building at Lincoln, Neb., and §£ 
Brown as agency manager at Water) 
Ia. 


INCONTESTABLE CLAUSE Is | 





Provision Prevents Rescission If Noti 
of Intervention Was Not Given 
Within the Year 





One year Incontestability Clause Py 
vents Rescission for Fraud Where Notig 
of Such Intention Is Not Given With 
That Time.—The plaintiff was nam 
as beneficiary in a life policy issued » 
the life of her husband by the Eurek 
Life of Baltimore. The policy was ¢ 
sued on Jan. 14, 1921. The applicatig 
forms of the defendant required the ap 
plicant to state whether or not he hi 
applied to any company, order or assoc 
ation without receiving insurance in tk 
amount applied for. The insured fii 
an application and answered the que 
tion in the negative. One of the clauy 
provided that after one year from i 
date the policy should be incontestabk 

It appeared that the insured had pr 
viously applied for insurance with » 
other company and his application ha 
been rejected, so that he misrepresented 
the facts in filling out the applicatin 
blank which he delivered to the defent 
ant. The defendant remained in igne 
ance of the fraud of the insured ui 
some time during the first half of h 
cember, 1921, when it had enough 
formation to justify it in terminating tk 
policy, but did nothing about it until tk 
insured wrote for a notice of the mat 
ity of the annual premium. On Jan 2 
1922, the defendant wrote to the insurd 
in reply to his inquiry stating that th 
policy would be cancelled on Jan. i 
1922, because certain information ha 
been withheld by the insured in makiy 
his application for insurance. It wa 
not shown that the insured received tk 
defendant’s letter on or before Jan. tt 
The defendant did not then tender bad 
the premiums already paid on the poli¢ 
The policy contained no clause perm 
ting cancellation by either party at thé 
option. Shortly thereafter the insuri 
died, and the plaintiff sued to recow 
the face amount of the policy. The é& 
fendant contended that the policy ha 
been rescinded. 

Held: The facts did not show tht 
there had been a rescission of the polit. 
There could be no rescission without te 
dering back the premiums, and ther 
was no right of cancellation in the pt 
icy. Moreover, the only commune 
tion to the insured of the defendant 
purpose to rescind the policy within t& 
year allotted was the letter of Jan 2 
which was insufficient for that purpot 
because it was not shown that it wast 
ceived by the insured on or before Jat 
14, 1922. 

Stiegler vs. Eureka Life. Court ¢ 
Appeals of Maryland. Decided Jan. & 


Travelers Promotions 


Four members of the various dept 
mental branches of the Travelers we 
elected officers of the company a ® 
annual meeting. Howard E. Critel 
field, who has been assistant secret! 
of the group department, has been pi 
moted to secretary of that departmett 
Laurence P. Allison, formerly chief ® 
derwriter of the western and southe® 
territory of the life department, # 
made an assistant secretary of that 
partment. Allen R. Goodale, super 
tendent of the automobile division ® 
made assistant secretary of the come 
sation and liability department. Chatlé 
W. Gamerdinger, assistant actuary, he 
comes an assistant secretary o% * 
group department. 


Farmers National Conference 


The sales conference of the Fa™ 
National Life of Chicago, which ¥! 
have been held this week, has beet? 
poned until next Wednesday and The 
day. 

The Hungarian Reform Federatt 


America, a fraternal located at 
O., has been licensed in Illinois. 
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TELL OF DEVELOPMENT PLAN | AGENTS IN ANNUAL MEETING 
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The Cleveland Life held an agency 
meeting at Cleveland, which was at- | committee of the field force of the Con- 
tended by 40 agents from Cleveland and | tinental Life of Wilmington, Del., was 
Robinson, actu- | held in Wilmington. It is composed of 
ary of the Ohio insurance department, | the leading producers and is the main 
attended as the guest of President W. H. | organization of the field force. The 


the Ohio insurance department, 
Ray H. Finger, manager of agencies. 
Announcement was made of the com- | which he also held last year. 
pany’s development plans for the year i \ 
and the adoption of new features and tendance at the meeting which was fea- 
provisions in policies and agency con- tured by an address by Philip Burnet, 
resensifimm tracts. Among these new provisions president of the company, in which he 
plicatiafamm are liberalization of disability and double 





Announcement Is Made of the Adoption | Continental Life of Wilmington, Del, 
of Many New Features by 
Cleveland Life 


Discussed Business Producing Plans 
With Its Field Men 





The annual meeting of the advisory 


chairmanship of this committee goes to 


The meeting was in honor of Ray H. the leading producer and vice-chairman- 


The |ship to the second leading producer. 


speakers were William H. Hunt, presi- | Arthur B. Cheyney of Philadelphia is 
dent Cleveland Life; H. M. Moore, vice- | chairman of the 1925 committee, an 
W. A. Robinson, actuary of | honor which he has held for three suc- 


and | cessive years. E. C. Burt of Baltimore 
is vice-chairman for this year, a position 


Seventy representatives were in at- 


analyzed the 1924 financial statement 


defen indemnity clauses; decrease in premium | 27d discussed the present strong finan- 














in ignor 
red until 
f of De 
ough it 
ating th 
until th 


e matu-fame tiation with the Sales Research Bureau 
Jan. nfm Of Hartford; an increase in the amount 
» insure Of the company’s net retention and a 


the estab- 


rates on non-participating policies; an cial condition of the institution. 


increase in policy dividends; 4 . . - 
lishment of a premium deposit fund; which the chairman and vice-chairman 


adoption of a 6 percent interest rate on | Of the advisory committee were the 
policyholder’s funds for 1925; affiliation | ZUests of honor, Dr. Samuel W. Graf- 
with the Life Extension Institute; affi- | fin of New York made an address on 


Following a dinner that evening at 


“Life as a Great Adventure.” Dr. Graf- 
flin’s philosophy of success is covered 
by these five points: imagination, a 
sense of value, a motive, a definite plan, 


liberalization of commissions to agents. 
Ea gents. | ond a driving force of moral strength. 
ion ta A lunch was given last Saturday on Og Friday the meetings were featured 


rr Nashville in honor of TT, 
1 making president of the Ohio National, an 
It wa McAlester agency manager for the com- 
eived the pany, who were visitors at the 


Appleby, by a talk on “Trust Agreements” by 


Daniel E. Jones, secretary, and a dis- 


local:| Cussion of monthly income insurance 


office. The tgp | agents of the com- | led by James A. Fulton, vice- -president. 


Jan. i pany attended C. 


der batt W. A. anl J. R. Ra 
1e policy. berry, M. E. Ward, w. 


. Ferrell, s n 
eo -~-~ On Friday evening a dinner was give 


. Foster and 


in honor of the Pennsylvania-New Jer- 





championship contest, an annual event 
of the Continental. Mr. Rittenberg of 
Philadelphia was the leading producer 
of the Pennsylvania group and was pre- 
sented with a silver loving cup by the 
board of directors. 

On Saturday morning James Elton 
Bragg of the Charles B. Knight agency 
of New York gave a talk on “Increasing 
Your Batting Average.” 





Devney Pittsburgh Speaker 


J. J. Devney of Cleveland, author of 
life insurance helps, spoke last week be- 
fore the agency force of the Standard 
Life of Pittsburgh and the agents of the 
Pittsburgh branch of the Canada Life, 
of which F. W. Ries is manager. 





Hear Experts from Other Companies 


The home office Plico Club of the 
Philadelphia Life has mapped out an 
educational campaign to consist of lec- 
tures by prominent life insurance men— 
one a month from February to May. 
The program follows: Feb. 2, Boyce 
Thomas, head of group department, 
Aetna Life, “Group Insurance”; Mar. 2, 
E. Paul Huttinger, Penn Mutual Life, 
“Business Insurance and Its Relation to 
Taxation”; Apr. 6, Fred G. Pierce, man- 
ager Connecticut General Life, “How 
to Get Prospects and How to Keep In- 
surance in Force”; May 4, Charles M. 
Taylor, assistant secretary Provident 
Mutual Life, “Fundamentals of Life In- 
surance.” 


Big Gains Are Shown 


The western Pennsylvania department 
of the Reliance Life showed remarkable 
increases in its 1924 business in both 
the life and accident departments. On 
a paid basis the 1924 total of life insur- 
ance was $8,873,000 a gain of $3,141,- 
750 or 55 percent over the 1923 figures. 
In the accident and health department 
the 1924 paid premiums totalled $59,342, 
a gain of $24,957 or 72 percent over the 
1923 record. The western Pennsylvania 











000,000 in paid life business and $75,000 
in accident and health premiums. 





Home Friendly in New Building 


The Home Friendly of Baltimore 
opened for business last week in its new 
$450,000 building at Park avenue and 
Center street. The Home Friendly 
building is one of the finest and modern 
homes of business institutions in the 
city. No formal celebrations marked 
the opening of the building, formal open- 
ing to the public being postponed un- 
til the various departments become 
settled in their new quarters. 





Posey Has School for Agents 


Charles R. Posey, manager at Balti- 
more for the Mutual Life of New York, 
is conducting a life insurance salesman- 
ship course for prospective agents, hold- 
ing classes two nights a week for six 
weeks. Joint work with experienced 
representatives of Mr. Posey’s office will 
enable the class members to earn an in- 
come during the period of instruction. 





Equitable’s Boston Meeting 


The A. J. Farnsworth agency of the 
Equitable Life of New York held an 
all-day convention in Boston, with some 
35 agents and company officials present. 
Superintendent of Agencies H. F. Gier- 
hardt of New York was the speaker in 
the morning with Alexander E. Patter- 
son of the Patterson agency of New 
York. In the afternoon there was pre- 
sented the insurance playlet, “The Heart 
of the Estate” by the famous Boston 
cast. 


Reserve for Assessment Concerns 


Representative Abele of Cleveland has 
introduced in the Ohio legislature a 
bill requiring assessment life associations 
to provide minimum reserves, accordin 
to the American experience table of 
mortality. Senator Gillen has presented 
a measure which would readjust the 
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Peoples Life. 


Opportunity 
A 


Life men. 


RE you utilizing your every resource and talent to increase your earning , 
power—to become a bigger and better man? Do you know opportunity 
when it comes to you? These men saw opportunity in becoming Peoples 


A. E. Sullivan, State Agent, 505 Lombard Bldg., Indianapolis, Ind. 


J. J. Dixon, District Manager, Eastern Illinois, Address, Home Office. 


A. M. Griffin, State Agent, Baltimore Hotel, Kansas City, Mo. 


W. Milder, District Manager, Northern Illinois, 


They have prospered and are happy. 
now offer the same opportunity that they 





STAPLES ITY 


Chicago, Illinois 


For other parts of Illinois and Ohio address 
E. J. COTTER 
130 North Wells Street, Chicago, Illinois 


Is Knocking! 


Address, Home Office. | 


In charge of their respective fields they 
rasped when they first came to The 
Here is your opportunity—will you dodge the challenge of hard 
work and the opportunity for better things? 
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sions should pay into the workmen’s | place companies which write both par- | 
compensation fund. ticipating and nan Sores business | —_— 
on the same basis as the companies N P ] 
Cleveland Agency Breaks Record which write either non-participating ew O ICles 
only or participating only. 
The Cleveland agency of the Mutual Pe BEN : , 
Lifesof New York broke all records, in Ministers Fund in New Building New and appealing line of 
ts duster ofthe ofc by writing $2-| The Presbyterian Ministers Fund for || policies being written, 
: : ‘ : ife Insurance, the oldest insurance | . 
won eaten Be oy 2 TB ay a company in America—entered » aow Rates exceptionally attrac. 
: “ : home last week at 1805-07 alnut H 
appointed manager two years ago. Street, Philadelphia. This Fund was | tive. | 
Would Extend Expense Limitation | 1717 and was incorpor- Unusual contracts to | 
A bill has been introduced in the New | ae eee 5 sue by ve board agents. 
York legislature by Assemblyman Dun- | of directors followed by_an address of ‘ F 
more, seeking to apply the limitation | welcome by Dr. Perry S. Allen, presi- Several splendid agencies 
of expense provision to both participat- | dent of the company. Craig N. Liggett, open in Iowa. 
ing and non-participating companies. | chairman of the building Ng ag 
The measure has the approval of the | presented the structure to Rev. S, 
state insurance department. It is ex- | Chester, chairman of the board of cor- Write for information. 
plained that purpose of the bill is to | porators. LaMonte Cowles, President 
Stephen M. Babbit 
President IN THE MISSISSIPPI VALLEY NATIONAL 
TO CHANGE NEBRASKA LAW| FISCHER AGENTS AT MEETING 
; LIFE INSURANCE COMPANY 
Hutchinson, Kansas Measure on Incontestable Clause Intro- | Massachusetts Mutual Life Men in the Burlinet cue 
duced at Request of Commissioners Central Illinois Territory Held 
: Convention ‘ Helpful Convention 
LINCOLN, NEB., Feb. 3.—Repre- The agents of chee - hee a 
tative Rodman has introduced in the | general agent of the Massachusetts Mu- 
HOME LIFE INSURANCE CO Seuss ae the request of the National | tual Life in the central Illinois territory, ACTUARIES 
New York Convention of Insurance Commissioners | gathered in Peoria for the annual con- 


ETHELBERT IDE LOW, President 
The 64th Annual Report shows: 


Premiums received during the .. 
ar TIED. cccccee postveccece $ 7,686,058 
Payments to y' 
and their Beneficiaries 
Claims, Endowments, 
Dividends, etc. ...++.+se00 
Increase in Assets...... esecs 


Actual Mortality 56% of the 
amount expected. 
Insurance in Force..... coecee 247,373,200 
Admitted Assets 46,655,722 


FOR AGENCY APPLY TO 
Ww. A. BR. BRUEHL & SONS 
General M 


anagers 
Central and Seuthern Obie and 
Northern Kentu 
Rooms 601-606 The 
Bull 


Fourth Nat, Bank 
CINCINNATL OHIO 











AGENTS 
who can SELL 
as well as WRITE 


Can always be given an interesting 
proposition, much territory still 
awaiting capable representatives. 
Your inquiries will have considera- 
tion. 


UNION MUTUAL LIFE 
4 INSURANCE COMPANY 
Portland, Maine 

















SAFETY! 


Not taken for granted, but an 
actual business-producing type of 
policy with rock bound safety which 
every insurance buyer is interested 
in. Such is the security of the Na 
tional Life and behind every Na- 
tional Life agent. And, as such, it 
helps him secure the confidence of 
insurance ‘uyers; popular policies 
one our cooperation help to sel 
them, 


NATIONAL LIFE ASSOCIATION 
DES MOINES, IOWA 

















a week is the cost of The 
National Underwriter by 
annual subscription. 


8c 


















































a bill intended to bring the Nebraska 
laws into line with a number of others. 
The bill provides that each policy shall 
be incontestable after it shall have been 
in force during the lifetime of the in- 
sured for two years from its date except 
for nonpayment of premiums and viola- 
tion of policy conditions relating to 
naval and military warfare in time of 
peace, and also that at the option of the 
company provisions relative to benefits 
in the event of total and permanent dis- 
ability and provisions which grant ad- 
ditional insurance specifically against 
death by accident may be excepted. 


Present Provision Unfair 


As the law now reads a policy be- 
comes incontestable two years after it 
has been issued. This permits com- 
panies to be mulcted through collusion 
or fraud, and robs them of any defense 
against it if no payment of the policy is 
demanded until two years after it has 
been issued, no matter how short a time 
the insured lived after having taken 
out the policy. Mrs. M. A. Fairchild, 
head of the insurance bureau, recom- 
mended this legislation two years ago, 
and the bill went through the senate. 
It was lost in the final windup in the 
house. 

A bill affecting fraternals only was 
also introduced. It raises the maximum 
age upon which policies may be issued 
from 52 to 60 years, and adds wife, hus- 


band, father-in-law, mother-in-law, 
daughter-in-law, brother-in-law, step- 
father, stepmother, stepchildren, step- 


sister, stepbrother and children legally 
adopted to those who may become ben- 
eficiaries. 


Other Life Insurance Bills 


Senator Shallenberger has introduced 


a bill that prohibits any mutual, frater- | 
nal or old line life company from rais- | 


ing the rate of premium on any policy 
issued by such company, when and alter 
any company shall have underwritten, 
purchased or assumed any of the out- 
standing policies of any mutual, frater- 
nal or old line accident or health insur- 
ance company. 

Senator Chambers presented a _ bill 
repealing section 7855 requiring medical 
examinations for persons insured in life 
companies. 
present law are group, industrial and 
monthly payment insurance. In _ the 
house a bill has been introduced which | 
provides that medical examination be | 
dispensed with where applications for | 








The only exceptions in the | 





vention. The sessions of the first day 
consisted largely of a discussion of the 
progress of 1924 and outlining the plans 
for 1925 together with a thorough dis- 
cussion participated in by a number of 
agents on “The Sale.” The primegocial 
event was the banquet, where were 
gathered agents, their families, home of- 
fice officials and friends of the agency. 

At the final business session the sub- 
ject was “The Results,” a discussion of 
the. actual good accomplished as a re- 
sult of the work of life insurance men 
and women was the chief topic. 

At a meeting of the Peoria Agents 
Association individual quotas were estab- 
lished and an agency quota of $5,000,- 
000 for the year was set. 

The record achieved by this agency 
has been a satisfactory one, the growth 
being shown year by. year as follows: 
1914, $297,070; 1915, $448,312; 1916, 
$630,200; 1917, $956,813; 1918, $876,656; 
1919, $2,451,897; 1920, $2,759,946; 1921, 
$2,159,236; 1922, $3,070,251; 1923, $3,- 
184,954; 1924, $3,898,869. 

The total delivered business ith 1924 
was $3,896,869, made up of 1,185 policies. 





Indiana Day for 1926 


It is already announced that Indiana 
Insurance Day will be celebrated next 
year at Indianapolis, Jan. 26. H. L. Barr, 
first vice-president of the Insurance Fed- 
eration, will be in charge of the activi- 
ties. Mr. Barr is state agent of the In- 
surance Company of North America. He 
States that there will probably be a big 
informal dance on the night before the 
meeting. Indiana Insurance Day was a 
big success both years that it has been 
celebrated and reflects credit on those 
that have had the arrangements in 





charge. 





North Dakota Insurance Bills 


Senate Bill 99, introduced in the North 
Dakota legislature, reenacts Sub-Section 
3, Section 6635c, C. L. 1913, to provide 
that a life insurance policy shall be in- 
contestable after “it shall have been in 
force during the life time of the insured” 
for two years from its date, with the 
usual exceptions on naval or military 
service, adding “and at the option of the 
company provisions relative to benefits | 
in the event of total and permanent dis- 





|ability and provisions which grant ad- 


ditional insurance specifically against | 
death by accident may also be excepted.” 


relating to the contingency reserves of 


insurance contemplate policies of $2,000 | life insurance companies, so that if net 


or less. 


| 
S. B. 96 amends Sec. 4884, C. L. a 


| values equal or exceed $10,000,000 the 




















ONALD F. CAMPBELL 
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illion ® 
Over Quarter of a Bi * 18th 


Walter LeMar Talbot, President 


A few agency openings for the right ma 





= 
MORE THAN 50% 


of the business written by some of our larg? 
agencies is a direct result of the Fidelity les | 
service. Our agents interview interested p> 


goste—geepte who have written the 
or information. 


Fidelity is a low-net-cost company opert | 
ing in 40 states. Full level net premium © 
serve basis. E 
force. Faithfully serving insurers sinc 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILA 
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contingency reserve shall be 10 percent 
instead of the present 5 percent. 


New York Life Men to Duluth 





Representatives of the New York Life | 





e of from over the Northwest will hold their 
annual convention in Duluth May 15-16. 

1. About 150 agents from Minnesota, Wis- 
consin, the Dakotas and lowa are ex- 

rac- pected to be on hand. In previous years | 
those gatherings were held in the Twin 
Cities or Milwaukee. 

S to} 


Reports Agency’s Greatest Month 
















































tral branch of the New York Life in 
Chicago, reports that January was the 
greatest month his agency has ever re- 
ported, with one exception. The Jan- 
uary total paid for business was $3,- 
010,000. 
nt 


tive positions in other agencies by the 
company. During January the agency 
conducted a contest with three teams, 


ness. A luncheon was given the winning 
team of 70 men at the Illinois Athletic 
Club last Saturday, Mr. Campbell turn- 
ing the entire session over to the men 
themselves who presented a strong pro- 
gram of business getting methods. The 
men ‘ecided to continue the contest 
during February, each of the other 
teams challenging the January winner. 





South Platte Agents Rally 


A. R. Edmiston, general agent of the 
Union Central in the South Platte, 
(Neb.) territory, was host last week to 
35 of his local agents, whom he enter- 
tained at luncheon and dinner. Three 
men from the home office were present 
and made speeches. Jerome 
talked on “Personal Efficiency and Plan- 
ning,” E. E. Hardcastle, chief actuary, 
on the company’s methods of securing 
reinstatements through the actuarial de- 
partment, and Dr. W. O. Pauli of the 
medical director’s department on 
regulations which govern the issuance 
of policies. Mr. Edmiston, H. O. Steel 
and George C. Hill also made addresses. 

Franklin Life’s Wisconsin Meeting 

More than 80 representatives of the 
Franklin Life in northern Wisconsin at- 
ended the convention of district agents 
at Green Bay, Wis., conducted by H. M. 
Merriam, President of the company, and 
Fred Ellis, group specialist from the | 
home office. Discussion of ““Non-Medical | 
Applications” was the feature of the 
meeting, the talk centering about the 
xperience of Canadian companies with 
his form of insurance. The Franklin 
Life recently adopted this type of insur- 


J. A. Campbell, manager of the cen- | 


In January, 1922, the agency | 
paid for a few thousand more, but since | 
that time four of Mr. Campbell’s leading | 
producers have been advanced to execu- | 


the Marmon, Packard and Cadillac, the | 
first being the winner in paid for busi- | 


Clark | 


the | 


| day evening, and gave addresses after- 


| Equitable Life of New York in Wiscon- 


| $25,000, and a method for writing term 
policies were also discussed at iength. 
Addresses were made at the banquet by 
| Jamie Mann, of Moore & Moore, general 
|agents, who discussed “Appreciation of 
Life Insurance,” R. B. McKnight, agency 
superintendent; Joseph W. Jones, agency 
director; Will Taylor, secretary; Dr. 
E. S. McNevins, local examiner, and 
Rev. J. Christopherson of Green Bay. 


Federal Life’s Kansas City Meeting 


| <A regional meeting of the Federal Life 
| agents was held in Kansas City, Jan. 30- 
31. Isaac Miller Hamilton, president of 
the company, was the guest of honor, 


being in active participation at all of 


the sessions. About 50 agents from the 
Kansas City division were present. The 
meetings were under the direction of 
R. A. Ridgway, division manager. 


Guaranty Life’s Kansas City School 


J. E. Fogarty, general agent of the 
Guaranty Life of Davenport, at Kansas 
| City, Mo., has instituted a four-weeks’ 

school for his agency force in Western 
| Missouri, and 20 agents are voluntarily 
enrolled. The financing of the school 
is on an unusual basis. The agents give 
half their commissions during the period, 
towards expenses, the balance being 
| made up by the general agent. Lee J. 
Dougherty, manager of the company, 
spent two days recently with the school, 
and will return again before it closes. 


Pass Child Insurance Bill 


By a vote of 88 to 4 the Nebraska 
| house passed the amended Densmore 
| child insurance bill. This amends the 
existing law so as to provide that in- 
fants under one year may be insured for 
a nominal amount, increases the present 
limit for insurance for other years up to 
ten years, and provides that all children 
above 10 may be insured for any amount 
| agreed upon between the insurer and the 

parents or guardian or person upon 

whom the law places the duty of sup- 
port. 


Russell and Ayars at Omaha 


Winslow Russell, vice-president and 
| agency manager of the Phoenix Mutual 
| Life, and George W. Ayars, Pacific coast 
representative of the company and last 
year president of the Los Angeles Un- 
| derwriters’ Association, were dinner 
| guests of the insurance division of the 
Omaha Chamber of Commerce Thurs- 


| ward. 
Mississippi Valley Notes 
M. S. O’Brien, district manager for the 


sin, has moved his headquarters from 
Wausau to Green Bay, Wis. 


Harry L. French, general agent North- 





























ey | merce, for small policies. Another new | western Mutual Lite, spoke on the mean. 
; d : - 
Val oti in plan which requires only one | of the Luther Memorial Brotherhood | 
= edical examination for policies up to | Madison, Wis. 
Pre- } 
e 8 | 
} 
sry | | IN THE SOUTH AND SOUTHWEST 
— a 
—<—<——_ 
LAN OF SOUTHERN STATES | and proposes to have three more. In 
cnstivaiedinn Kentucky it will have three or four 
le ompany Has Divided Its Agency De- me agencies. The Southern States 
partment Into Two Sections—Or- -ife has inaugurated a sales promotion 





ganization Work Is On 








The Southern States Life has divided 
Sagency department into two sections, 
ne being under the management of 
ilfred S. McLeod, as manager of 











ur leet eeencies and the other under H. M. 
lity led HF Owell, superintendent of agencies. The 
+ ompany has entered Kentucky and 

usiana. Mr. McLeod will devote his 
r operst: Tr to organizing Louisiana and Texas, 
mn * eng the purpose of the company to 





ce at least two or three general agen- 
*s in Louisiana and six or seven in 
—. ‘Mr. Powell will have charge 
Mer eanizing Tennessee and Kentucky. 
oom and Tennessee were entered the 
ster part of the year. At present it 

two general agencies in Tennessee 






























department known as the life insurance 
service department in charge of S 
Gamble as director. This bureau is 
organized for the purpose of assisting 
agents in securing prospects and aiding 
them in getting in touch with their pros- 
pects, 


TO MODIFY ROBERTSON LAW 


Bill Which Is Said To Be Acceptable 
to Companies Is Introduced in the 
Texas Senate 


AUSTIN, TEX., Feb. 3.— Senator 
A. J. Wirtz introduced in the Texas 
senate today a bill to repeal the com- 
pulsory investment feature of the Rob- 
ertson law, which has been in force 17 
years and which resulted in the with- 


drawal from Texas of* 22 large life 
companies. The Wirtz bill would re- 
move the Robertson law obligation re- 
quiring companies to invest 75 percenr 
of their surplus derived from the Texas 
business in this state as a legal reserve. 
Since withdrawal of these companies 
Texas has lost many millions of dollars 
for investment in Texas securities. It 
is estimated that the passage of the 
Wirtz bill will release for investment in 
Texas securities between $5,000,000 to 
$6,000,000, the effect of which will be to 
decrease the interest rate by 1 to 1% 
percent. 

The big companies that have been 
barred from Texas by this law have not 
only expressed a willingness to come 
back to the state and make these enor- 
mous investments, but are further will- 
ing to accept the terms of the bill and 
pay into the state treasury the occupa- 
tion tax they would have been required 
to pay had they been transacting busi- 
ness in Texas during all the years the 
Robertson law has been in force, the 
author of the bill said. The figures of 
the commissioner of insurance indicate 
that this tax will amount to $1,500,000 
and this fund under the terms of the 
bill will be appropriated to the public 
schools of Texas. 





“The passage of the bill will not only | 
be a big thing for the farming, ranching | 





and business interests of Texas, but will 


bring taxes into the state treasury for 
the support of the public schools at a 
time when state funds cannot be had for 
such purpose” said Senator Wirtz. 

“After due consideration, I have de- 
cided to introduce and push the passage 
of this measure, because I believe it to 
be for the best interest of the people of 
Texas. I realize that the recipients of 
the benefits of the Robertson law will 
oppose any change but I do not want 
to see the home builders of Texas con- 
tinue to pay tribute in the form of high 
interest rates. Life insurance companies 
are the biggest lenders of money in 
America. We are paying 8 percent for 
the same class of loans that the citizens 
of other states, similarly situated, are 
getting for 6 percent and less, and I am 
in favor of removing the bars. Texas 
securities are the best and soundest in 
America and should command a market 
at the lowest interest rates. We have 
suffered long under discriminatory laws 
and it is time that Texas takes its place 
with other states.” 


Finance Hotel Through Insurance 


When financial problems bobbed up 
in plans for the completion of the new 
hotel at Owensboro, Ky., by the Owens- 
boro Hotel Company, 20 young busi- 
ness men decided to have their lives in- 
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We offer a direct Home 
Office contract under 
which you can qualify 
for 75 per cent. first year 
commissions and con- 
tinuous vested renewals. 


Write: 


The Columbus Mutual 


Life Insurance Co. 
Columbus, Ohio | 








early in 1925. 


We are admitted in District of Columbia, Colorado, Florida, 
Illinois, Indiana, Iowa, Kansas, Kentucky, Maryland, Mich- 
igan, Missouri, Nebraska, Ohio, Oklahoma, Pennsylvania, Vir- i 
ginia and West Virginia, We contemplate entering California 
































THE NATIONAL UNDERWRITER 


February 6, 19% 


—> 





























THE FUTURE! 


What Does 
It Hold 
For You? 


Wealth? Happiness? The satisfaction 
of a life well spent? 


Hundreds of our salesmen throughout the country can sit 
back this evening in their big morris chairs and smoke 
their pipes in restful peace with the comforting realiza- 
tion that the renewal income derived from the Accident 
and Health Insurance they have written will take care of 
their old age. 


If you are not taking advantage of Accident and Health 


to increase your income, write to 


TED M. SIMMONS, Assistant Superintendent of Agents 


The Pan-American issues a full line of modern, up-to-date Cancel- 
lable and Non-cancellable Accident and Health Policies in addition 
to its unexcelled Life Policies. 
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PAN-AMERICAN LIFE INSURANCE CO. 


NEW ORLEANS, U. S. A. 


CRAWFORD H. ELLIS E. G. SIMMONS 
President Vice-President and 
General Manage 








sured in an aggregate of $200,000 as 
curity on a mortgage for that amouy 
As the policies mature or the insured 
die, the mortgage will be paid off. Aj 
policies become due in 1945. The poj 
= are in the Commonwealth of Loy; 
ville. 


American Mutual’s Plan 
The American Mutual Life of Green. 


" boro, N. C., has now $800,000 of insy. 


ance in force on its special plan, | 
issues a 20-payment life Participating 
policy which pays $300 for death frog 
natural causes, $600 death from accidey 
and $300 for total and permanent dis 
ability from accident. These policiy 
are issued without medical examination, 
It issues policies from ages 1 to 60. 4 
L. Woods, the president, was formery 
superintendent of agents of the Resere 
Loan Life and later the Pilot Life, § 
B. Woody, the secretary and treasure 
was formerly general agent for the Re 
serve Loan Life at Greensboro, } 
started business July 20 last year. 


No Group Insurance for Teachers 

The San Antonio, Tex., school boar 
was without legal authority to take ot 
group insurance for San Antonio schod 
teachers, the attorney general’s offic 
holds. The decision confirms the w 
official opinion given by Assistant At 
torney General Gibson last month al 
withheld, officially, until a conference d 
the entire staff. 

The group insurance was determine 
upon by the board after teachers hal 
protested that they were not receivigg 
the pay scale under which they had bea 
employed. Teachers asserted the insu 
ance was offered as a “sop,” and é& 
clined to halt their efforts to colle 
their contract salaries. 

The opinion, by Attorney Gener 
Moody, says the issues are very clo 
as to whether or not authority to pu 
chase insurance for teachers and othtt 
employes exists, but it is his conclusit 
that the trustees have not this authority. 
It is further his judgment that “the pu- 
chase of this insurance would not bt 
within the exercise of powers necessa] 
and proper to carry into effect the pow? 
and authority given by the law creatilg 
the school district.” 


Engelsman-Goldstandt Agency Meetig 
At the agency meeting of the Enge* 
man-Goldstandt agency of the Equi 
Life Friday at Oklahoma City, W 
Fred S. Goldstandt arose to make 
short address he was literally showered 
with applications by his staff. Fifty 
applications from the 30 agents preset 
representing $286,000, were presentet! 
Joseph R. Peller of Lawton, distné 
supervisor. Annuities were disct 
Josephine Lincoln, secretary of the Ok 
lahoma Life Underwriters, and a 
O’Sullivan, both of Oklahoma City, 
Ed Braniff of Tulsa. A debate betwe# 
Oklahoma City and Tulsa was a featat 
of the afternoon. The event culmin# 
in a banquet at which the Tulsa te 
losers in a recent contest with Oklabes 
City, was seated at a table in the ce 
of the banquet hall, each provided 
a flaming red dunce cap. But te 
was yet to come, for when the “¢ 
were served, their portions coms 
only of fake eatables, such as pot 
of cotton, plaster meats, paste 
cakes and similar items. 


New Assistant Medical vonage 

Dr. Cullen Pitt, well know2 fast 
mond physician, has joined the At He 
Life as assistant medical director 
is not a stranger to his new ong >) 
ing been a medical examiner 0 
company for a number of years 


Extra Inducement to Aga F 
As an inducement for his age 
attend the Sales Congress of t . F| 
homa Life Underwriters, Jat *% 
Oklahoma City, Marmaduke Ste 
general agent for the Central 2* 
Life, offered 5 percent extra Cc s 
to be paid on all applications ft oe 





during the week ending °f 
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e Corbyn agency was successful in 
vinning the $100 prize offered by Vice- 
President McVoy, at the agency meet- 
ng of the Nebraska agents in Lincoln, 
t which Nebraska accepted Oklahoma’s 

llenge for the largest paid-for busi- 
ess for the last five months of 1924. 
Nklahoma won by a margin of $200,000. 


ACTIVE IN CIVIC WORK 


m R. Weems, General Agent of the 
Minnesota Mutual at Dallas, Lec- 
tures on Insurance 


Sam R. Weems of Dallas, Tex., gen- 
ral agent of the Minnesota Mutual 
ife is one of the most active men in 
ivic life in his city. For some time he 
s conducted sales classes in the 
.M.C.A. He has had the sales class 
n the Chamber of Commerce. In these 
sses he teaches salesmanship on gen- 
principles and also life insurance. 
He has found many of these students 
ry valuable agents. In starting a 
s of this kind, if the lecture is inter- 
sting and persuasive, those that start in 
aking the course will bring in others. 
he salesmanship course in the Dallas 
.M.C. A. is one of the recognized edu- 
ational activities of the city. 


Debate Arkansas Measure 


The Dudley bill, which seeks to abol- 

sh the Arkansas insurance department 
nd establish in its place a department 
bf insurance and revenues, was made a 
gislative issue of first importance last 
veek by the personal appearance of 
overnor Terral before the House of 
Representatives with a special message 
irging the passage of the measure. 
Representative Nance also spoke for the 
governor and urged the abolition of the 
msurance department, though he recom- 
mended the transfer of all its present 
luties to the state auditor, rather than 
0 create a new bureau. 


Where Delay Was Fatal 


Irving I. Held, agent at Richmond, 
a. for the Northwestern Mutual Life, 
cently secured an application for a 
50,000 policy, to be paid for when de- 
ivered. The man passed examination 
nd the policy was issued. While on 
ms way to deliver the policy Mr. Held 

ned that the purchaser had had an 
ttack of appendicitis since undergoing 
xamination. As no money had actually 
passed, Mr. Held told him that in justice 
0 his company he would have to wait 
reasonable time before delivering the 
policy and accepting settlement. The 
man was eager to settle and also ex- 
pressed a desire to figure on an addi- 
honal $50,000 that Mr. Held had had 
sued. In a day or two he underwent 
nh operation for removal of his ap- 
ndix and died a few days later, leav- 
mg a widow and three children who 
‘ould have been $50,000 better off had 
¢ made settlement with the application. 


New Arkansas Company 


patictes of incorporation have been 
; at Little Rock by the Arkansas 
€ Mutual Insurance Company, to 
te life, health and accident insur- 
~<4 The company is made up of a 
* er of experienced insurance men, 
; Bruce T. Bullion, former insurance 
cenistioner, as general counsel. The 
ee officers are, president and gen- 
eneeer. L. C. Craighead; vice- 

ent, R. Q. Patterson; secretary- 
Teasurer, R. B. Reynolds 


Great West Life’s Figures 


me Great West Life of Winnipeg, 
we im its annual statement shows 
B20 200 in force $380,641,720, increase, 
Te: . The Great West therefore 
AL Izable company and is increasing 
_ very substantial lines. Its income 

io, 2£at Was $16,863,246, gain $1,997,- 
an assets are $63,921,233, gain $7,- 
a The surplus is $2,441,959, gain 
he gross interest rate earned 


J 
t Year was 6.92 percent. The Great 


est shows . 
~ - Progress in * 
nt Of its he. every depart 







































































A Portal to 
1925 Profits 


Better prices and increased demand 
have strengthened markets and industry. 
Main Entrance to the Magnificent 


New Home of The Lincoln 


National Life Lincoln National Life men are pre- 


pared to take full advantage of this sales 
opportunity because they can write 


Standard and sub-standard business. 
Children of any age. 


Preferred Risk policies at lowest net 
cost. 


Women on the same basis as men. 
Their Home Office service is the kind 


that shoots their policies right to them for 
delivery before their prospects get cold. 
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The 


Lincoln National Life 
Insurance Company 


‘‘Its Name Indicates Its Character”’ 


Lincoln Life Building Fort Wayne, Ind. 


Now More Than $345,000,000 In Force 




















THE NATIONAL UNDERWRITER 

















FIFTY-SEVENTH ANNUAL STATEMENT 
OF THE 


Michigan Mutual Life Insurance Co. 


FOR THE YEAR ENDED DECEMBER 3ist, 1924 







PAID-FOR BASIS 
Cagle fp Bathe. ccccoccvcccsccccccqgcccccapsccccccceqacccesecoccecedgetbecoceocchi $ 146,595.86 
First Mortgage Liens on Real Estate..........s.ccecescceeseeeeceeeceeececcesess 14,376,215.16 
Home Ollico Buetlding. . ...0.ddeceecccccdecccgesscccgpcccssecdecebes -coteccccccsece 996,768.85 
Amount Invested in Old Home Office Building Sold on Contract. 95,000.00 
Other Real .Hatate....cccccccdecccescccccwsecvcssccs 621.58 
Loans to Policyholders, Secured by Reserves..... 2,934,363.33 
Due from Re-Insuring Companies............. 2,000.00 
eee OF Oe RR re -» 306,592.51 
Net Outstanding and Deferred Premiums, Secured by Reserves............+++ 275,719.94 


Total AasetPeocrccec.cccddsn dies cudtnse cdtdn cobdboseddqo cocccectbecotsocceseseces $19,180,877.23 


LIABILITIES 


Reserve Fund (Including Disability Benefits).. - 
Premiums and Interest, Paid in Aadvance........ - 


Installment Policies not yet due........... 63,207.91 
RSP BU Gee cncccccascccccescens eeeSooesasocsreccocccoesovevecsceses 125,514.46 
Accrued Taxes, Salaries and Expenses........ccsccccccsccccccceccsccccccserseccs 101,873.06 
PEED «Rc tcehesaddcesocbesdecescepesuasnecanensaeesbeoosooeonoesecosceeeseseococeses 1,744,722.65 

ins ike stocks i ncnsteiannndiaeibantiiannstieccerscecdenneceesd $19,180,877.23 


During 1924 the assets increased over $1,160,000.00. 

Insurance in force increased over $7,296,000.00. 

Surplus increased over $355,000.00. 

Paid death claims amounting to $972,094.00. 

Returned to living policyholders $999,808.89. 

Total amount of insurance in force (paid-for basis) $111,000,579.00. 

Total amount paid to policyholders since the organization of the Company 
$39,787,910.79, which is more than twice the amount of the present assets 
of the Company. 


A RECORD OF ACTUAL RESULTS WHICH 
SPEAKS FOR ITSELF 


ee President 


5, % » > 

J. Farrand Williams.......... Vice-Pres. J. E. W alker. acted te etme! a 
James V. Oxtoby..Vice-Pres. & Counsel --.. Supervisor of Michigan Agents 
W. G. Hutchinson, Rees 408-414 Murray Bldg., 


peek Vice-Pres. & Med. Director Grand Rapids, Mich. 


Ym Yer ee teeeeeeeeseeeees a Roy W. Anger..Gen. Agent for Detroit 
' . i crssgenccccevoedd di 

G, W. Gamderbecesccccccccscesece Actuary James — —. — 
Geo. B. McGill........Supt. of Agencies 43 " s. heart a St. Chi Th 
Bo By Mon écvtcidere .. Asst. Secretary iM 1 - Dearborn St., icago, i, 
A. H. Maslen............ Asst. Secretary E, W. Lindvahl...... General Agent 
Bi MR cdrcnsccczceceetss Cashier 9 S. Genesee St., Waukegan, IIl. 























—Ninth Annual Announcement — 


The Agricultural Life Insurance Co. of America 


BAY CITY, MICHIGAN 
Financial Statement, December 31, 1924 
Supervised by > oe Insurance Sygate ot Michigan,  Snae —meas Minnesota, 









ASSETS 

Wivet Mortenme Teams Chee Batatedsc. cccccccccccccccsccccccccecessccccoccsscocees $1,162,517.19 
First Mortgage Bonds (Real Estate)... ......0.sccsccsccecccccceccccceccccece ese 124,500.00 
Government, State and Municipal Bonds. 18,200.00 
Real Eetate ...cccccccccccces 32,491.90 
Cash in Banks........... 5,299.78 
Cash in Banks on Interes 26,322.08 
CRED Th GeeOMisccdcccegeccscecscucces 425.32 
Policy Loans Secured by their Reserve........cscceccesceeccccsevecsececcseseeceess 92,945.94 
Damemae’ WOTARGRD Web cic ccccceccccesdonsdccevescs cuscdesonceteccsoccocepeseseuseces 7,688. 
pee O_o 35,873.29 
Net Deferred and Uncollected Premiums (Reserve Charged in Liabilities)...... 44,936.16 
Market Value of Bonds over Book Value...........ccccceccessccccceseccevevsceece 191.00 
Bee Sram TeeGate Ga, GHP GIR, occ cccscccicaccececegsccsccccccccssccccccces 1,000.00 
Furniture, Fixtures, Stationery, Supplies, Office Equipment................+++++ 7,457.02 

TE: BNE, ckcndccacckeqscedtenndcneseddeneniesnwetasereeweeacindsateceonscons $1,559,848.65 

LIABILITIES 

Reserve (Michigan Standard) including Total and Permanent Disability Bene- 

fits also for Additional Accidental ih Pins katiapessnntoenséeceoesess $1,210,430.00 
MassevS FOF TORI EAGER. ccc ccccccccccscccosccncccccctgdehecboceccececcsecoceccece 5,297.97 
Reserve for Reported Death Losses for Which No Proofs Have been Received.. 10,000.00 
Reserve for Dividends left with Company to accumulate at interest and 

I RN Tia a ign ksen0cchbnn ts sacdnnescascesummiscktnessescoenngee 13,769.18 
Reserve for Dividends due Policyholders on Deferred and Unocollected Premiums 1,616. 
Reserve for Gross Premiums paid im advance. ...........cceceecsecceccceeeeeecsees 1,678.05 
Reserve for Unearned Interest paid in advance.........ccesseececcececceseccesees 3,030.87 
Reserve for Salaries, Office Expenses, Bills and Accounts due or accrued...... 1,779.87 
Reserve for Federal, State and other Taxes, payable on 1924 business............ 3,200.00 
Reserve for Partial Payments on first year premiums............00sesceeeeeseeeee 8.43 
Capital and Surplus to protect Policy Holders in addition to the full reserve.. 309,037.34 

FOE AD 10 vende ddsnedies evcewipedeghos shnkecchts vubesescenccsedbenceeeees $1,559,848.65 


PYRAMIDS OF PROGRESS ANNUALLY 




















Year Ending Assets Insurance in Force 
December 31, 1916 $113,980.20 $ 2,020.35 $ 175,000.00 
December 31, 1917 161,558.70 16,111.40 1,342,000.00 
December 31, 1918 234,738.39 61,079.11 2,714,000.00 
December 31, 1919 549.32 120,849.47 5,931,000,00 
December 31, 1920 283,403.35 779,000.00 
eee ved 3 9a2 1 25,225.40 71 bee-73 ’ 420,000 
December 31, 1923 1 912.05 967,225.74 12,325,000 
December 31, 1924 | 1, »848.65 | 1,250,811.31 13,668,000 





Since Organization The Agricultural Life Has Paid to Policy Holders 
and Their Beneficiaries, $412,434.39 
Over $100,000 in First Real Estate Mortgages Deposited with the State 
Treasurer of Michigan Worth Over Deuble the Amount Loaned 
Thereon. Coe and Surplus to Protect Policyholders 
in ition to the Reserve $309,037.34 























| PACIF IC COAST AND MOUNTAIN F IELD | 











LIBERTY LIFE APPOINTMENTS 





Topeka Company Announces Selection 
of Managers at Los Angeles and 
Denver—Others Pending 





Charles A. Moore, vice-president and 
general manager of the Liberty Life of 
Topeka, has just returned from a 
month’s trip to the Pacific Coast. Mr. 
Moore announces the following appoint- 
ments: 

Frank A. Nimocks and Edward West 
have been appointed managers for the 
Liberty Life for southern California, 
with headquarters in the Marsh-Strong 
Building, Los Angeles. Mr. Nimocks 
is an experienced insurance man, having 
been connected with the New York Life, 
Northwestern National and Equitable 
Life. Mr. West has had no previous life 
insurance experience, but has been quite 
active in financial circles for many years. 

A. K. Jones and W. C. Jenkins have 
been appointed managers for Colorado 
and Wyoming, with offices at Denver. 
The agency will be known as the A. K. 
ones Agency. Mf. Jones was formerly 
connected with the Western National 
of Denver, and Mr. Jenkins represented 
the Mutual Benefit Health & Accident of 
Omaha. 

Mr. Moore says the company has sev- 
eral propositions pending for northern 
California and the state of Washington. 
It is the intention of the Liberty Life 
apply soon for admittance to Oregon 
also. 








Plan for Denver Congress 


Men of Colorado, New Mexico and 
Wyoming will meet in Denver, Feb. 20, 
for the annual congress of the Colorado 
Life Underwriters Association. John W. 
Clegg, national president, and Hugh D. 
Hart of the New York agency of the 
Aetna Life will speak. After the ban- 
quet in the evening the playlet, “The 
Heart of the Estate” will be given. 


Declares Fund Insolvent 


Governor Richardson of California in 
a special message to the state legislature 
declares that the California state 
teachers’ pension fund is insolvent, with 
commitments of $32,000,000 and present 
assets of only $2,30,0000.. The governor 








referred to it, as “a sort of cat and m 
farm proposition.” The report of § 
Gundelfinger, actuary of the Californi 
department, according to the governor, 
declared that “the inadeuacy of presen 
rates of contributions and the conse. 
quent inevitable state of insolvency inty 
such a fund is rapidly drifting, forbid 
the application of these rates to ney 
entrants.” 





Edmondson Associate Manager 


William R. Edmondson, formerly ; 
broker associated with the firm of Pay 
M. Nippert Company of San Francisco, 
has been appointed associate manage 
for the coast department of the Califor. 
nia State, under the direction of Charles 
W. Helser, manager. Mr. Edmondson 
succeeds George B. Shelton, senior as. 
sociate manager, who is now located in 
Oakland, Cal., where he has charge of 
the east bay territory. Mr. Shelton, who 
has been highly successful in the devel. 
opment of agents and in agency work 
generally, will continue to be closely 
associated with Mr. Helser in man 
gerial work covering the entire coast 
department. 





J. P. Robinson Promoted 


J. P. Robinson, former manager o 
the field service department of the West 
Coast Life, has been promoted to the 
position of agency secretary at Sa 
Francisco. Aside from his duties ia 
connection with agency work, Mr. Rob 
inson will edit the company public 
tions. Mr. Robinson was formerly dis 
trict manager for the Equitable Life of 
New York at San Francisco. 





Walker With Union Central 


Insurance Commissioner John W. 
Walker of Utah will resign to become 
general agent at Salt Lake City for th 
Union Central Life. He was an agent 
for the New York Life and a teacher 
of life insurance before becoming com- 
missioner. Evans, now an agent 
for the Union Central, is expected to 
be named as his successor. 

LeRoy Dixon, real estate and insur 
ance man of Provo and member of th 
state senate, has introduced a bill to it 
crease the salary of the insurance com 





missioner from $2,500 to $3,600 a year. 


er 
—— 








| IN THE ACCIDENT AND HEALTH FIELD 


—— 











DARK WITH THE INTER OCEAN 





Well Known Accident and Health Man 
Will Develop the Direct Pay Plan 
Policies 





W. W. Dark, who has been manager 
of the accident and health department 
of the American Liability for the past 
year, has resigned to become manager 
of the commercial department of the 
Inter-Ocean Casualty. At the Inter- 
Ocean Casualty, Mr. Dark will special- 
ize in development of direct-pay plan 
policies of which he has made a spe- 
cial study. Mr. Dark is one of the best 
known members of the Accident & 
Health Underwriters Conference, as he 
has served as secretary and is now a 
member of its educational and executive 
committees. For 10 years he was vice- 
president or secretary of the American 
Central Life of Indianapolis. He has 
had a wide experience in dealing with 
insurance agency and policy develop- 
ment. The Inter-Ocean has been mak- 
ing rapid progress within the past two 
years and has felt the need for some- 
one to give more extended attention. to 
its commercial accident and health de- 
partment. Mr. Dark took up his new 
duties for the Inter-Ocean Feb. 1 and 
has already become an active factor in 








its organization. 


PAULEY ADDRESSES MEETING 


Speaks Before Monthly Payment Agents 
of Mutual Life of Illinois 


The Mutual Life of Illinois held # 
agency gathering for its monthly pa 
ment health and accident agents in Ui 
cago, Jan. 27-28. C. O. Pauley, sect 
tary of the Great Northern Life, am 
president of the Health & Accident 
Underwriters Conference, was a speaket 
at the meeting. Mr. Pauley told the 
agents of the development of the Heal 
& Accident Conference, how tt 
established a code of ethics and built @ 
good will between health and accides 
companies. He said that the code 
ethics was merely an expression © 
principles that had been work the 
areas the good fellowship of 
members. 

He then pointed out that the see 
& Accident Conference has so ily 
complished its first purposes that ! 
now devote considerable attention t 
gathering of statistics so that all ™ * 
=ere, 908 enabled to base their rates 
the facts. 

He then talked to the agents from # 
claim man’s standpoint, telling 
how much it would help them ne cor 
dling claims if they can gain t 
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dence of the home office. He said the 
sents who would protect the home 
ce when a claimant wants more than 
entitled to him and will prevent the 
rer-payment of claims in such cases 
il! have no difficulty in persuading his 
laim department that some other man 
eeds a little more than the claim de- 
artment’s review of the papers at first 


ggest. 

The rest of the program was made up 
f talks by various agents who gave 
ling plans and different methods of 
e presentation of a company’s con- 
act. F. M. Feffer, vice-president of 
e company was present from the home 
fice and took charge of the meeting. 
_H. Reed, division manager of the 
hicago branch gave the address of 
elcome and contributed largely in the 
lling discussions. The Mutual Life 
as a $7,000 monthly debit in Chicago. 


Case Involved “Wrecking” 


Attempt to Recover Damages for In- 
ury Due to Wrecking of Car in Which 
nsured Was a Passenger—The policy 
provided for indemnity, if insured re- 
eived bodily injury while riding in a 
bassenger car, if such injury was due to 
he wrecking of said car. While riding 
n such a car, a collision occurred, of 
which the impact threw the insured first 
orward and then backward and injured 
im. The car was seriously damaged 
but was not derailed and was brought 
back to the barn under its own power. 
eld that there was a “wrecking” 
rithin the meaning of the policy. Aurn- 
ammer vs. Brotherhood Accident. Sup. 
Judicial Court., Mass. Decided Jan. 20. 


Agency Meeting Held 


The Kansas Central Indemnity of 
utchinson, Kan., held its annual agency 
onvention at the home office. There 
were 18 district representatives present 
rom Kansas and Texas. 

The mornings were devoted to study 
nd discussion of sales methods and the 
health and accident business. The after- 
oons were devoted to recreation. One 
pf the afternoon treats was a trip 
hrough the Carey salt mine. 

The company expects to enter Okla- 
oma about March 1. Colorado and Ne- 
braska are also under consideration. 
State managers for new territory will be 
aken from the present sales organiza- 
ion. The quota for 1925 has been set at 
225,000. 


Merchants Casualty Showing 


L, M. Fingard, general manager of the 
Merchants Casualty of Waterloo, Ont., 
as just completed a tour of that com- 
pany’s agencies from Montreal, Que., to 
ancouver, B. C. 

This company, which is the only Cana- 
fian member of the Health & Accident 
nderwriters’ Conference, held its an- 
hual meeting last week. J. C. Haight 
was elected vice-president, succeeding 
8. C. Tweed, who retired several months 
&0. All other officers were re-elected. 
€ company’s statement showed that 
Plendid progress had been made during 
he year, a substantial improvement be- 


—_— in the company’s financial posi- 


Kansas Approves “Non-Can” Forms 


Superintendent Baker has authorized 
anes of non-cancellable health and 
— insurance in Kansas with the 
ty elimination clause. The depart- 
epee, the 30-day elimination 
ae N policies of a similar nature but 
ao to the department that the 
“ dhs imination period would give rise 
in ee less trouble and dissatisfac- 
aaderste _ Policyholder has a full 
nanan - ing of just what the policy 
bet Se ere may not be any objection, 
these a endent Baker says that if 
that Ae, cies are sold in the same way 

alf the accident and health poli- 
old, the department feels cer- 
there will be much trouble 


h 


cies are 5 
tain that 
ahead. 


——_ 


Would Amend Ohio Law 


A 
nee ae been introduced in the Ohio 
health and eresentatives to permit stock 
> begin a aneident insurance companies 
sit sieecennees when 25 percent of 
nstead of on capital stock is paid up 
oy law, it 1 of it as is now required 
. is a move to make the law 


read the same as that covering live stock 
insurance. 


Claim Is Being Contested 


La Sauvegarde of Canada and the Lon- 
don Guarantee & Accident are contesting 
the claim of Adelard Delorme, benefi- 
ciary of accident policies on his half- 
brother, Raoul Delorme. Adelard, who 
was formerly a priest was acquitted of 
the murder of Raoul last November and 
started suit to recover $25,000 from La 
Sauvegarde and $3,000 from the London 
Guarantee & Accident, The defendants 
hold that they received no proof of the 
death and that the suit was not insti- 
tuted within one year of death. It was 
also stated that Raoul had committed 
suicide and that consequently the compa- 
nies are not liable and that the insur- 
ance was a gamble, as Adelard had no 
insurable interest in the life of his half 
brother. 


Midwest Life & Casualty 


All officers and directors of the Mid- 
west Life & Casualty of Topeka, Kan., 
were reelected at the annual meeting. 
J. C. Hartman is president; H. W. Lock- 
ard, vice-president and general agent; 
D. C. Hartman, secretary-treasurer. 

The Midwest Life & Casualty made a 
very satisfactory gain in business in 
1924. The annual statement of Dec. 31 
showed admitted assets 200 percent in 
excess of legal reserves and all other 
liabilities. The premium income for 
January was larger than any other 
month since organization. Its officers 
expect the premium income in 1925 to 
be more than double that in 1924. 


Takes Charge at Dallas 


Kenneth N. Pomeroy of the Pacific Mu- 
tual Life’s claim service has assumed 
charge of the Dallas, Tex., department. 
For several months he has been con- 
nected with the office of General Claim 
Representative Robert R, Harrold in Chi- 
cago. The Dallas district has been es- 
tablished in order to better the claim 
service in that section. 


National Life & Accident Changes 

D. P. Ecker, formerly superintendent 
of the National Life & Accident at 
Shreveport, La., has been made manager 
at Lake Charles. R. I. Duke of Tyler, 
Tex., has been made _ superintendent 
there. E. Davenport of Ft. Worth, has 
been promoted to superintendent of a 
newly organized staff in that district. 
S. Marcus of Chicago No. 2, is appointed 
superintendent. The St. Louis district 
has been divided with former Superin- 
tended J. A. Klumb, in charge of No. 1, 
and former Supervisor E. P. Boggess of 
the northwestern division in charge of 
District No. 2. A new district has been 
created at Jonesboro, Ark., with Mana- 
ger W. L. Knight in charge. 


PLAN TO EXPAND ACTIVITIES 


Reserve Health & Accident of Topeka 
to Become Reserve Life & Ac- 
cident and Add Life Business 


TOPEKA, KAN., Feb. 3.—The Re- 
serve Health & Accident of Topeka has 
made arrangements to change its name 
to the Reserve Life & Accident and 
will shortly engage in the life, health 
and accident business. The company is 
preparing to increase its capital to $100,- 
000, with a substantial surplus. The 
Reserve Health & Accident has been 
branching out recently, taking on a 
commercial business under the man- 
agement of M. C. Shurtleff, who was 
formerly with the Old Line of Nebraska, 
being one of its organizers. The To- 
peka company was organized in 1917 
and heretofore has confined its opera- 
tions to the industrial life and accident 
field, but is now extending its commer- 
cial department in both the life and ac- 
cident departments. At the annual 
stockholders’ meeting Fred L. Crabbe, 
prominent Topeka attorney and assist- 
ant attorney general of Kansas for the 
past four years, was elected secretary 
of the company. 


E. H. Dibbern has been appointed gen- 
eral agent of the Cedar Rapids Life at 
Davenport, Ia. 

















CHANGES IN DISABILITY POLICIES 


Brief Review of News About Policies, Riders and Rates, Which Are Given 
im Full in the Policy Analysis Section of the A & H Monthly Bulletins, 
Published by The National Underwriter 











SOUTHERN SURETY 


The Southern Surety of Des Moines 
has just issued a non-cancellable dis- 
ability policy, renewable to age 60. This 
policy follows closely the lines of other 
non-cancellable policies now on 
market. The premium rates at age 35 
are as follows: 


Waiting Sel. Ex. Pref. 


and Pref. and Ord. 
2 »ks . $63.50 
55.00 
41.00 
33.00 


Med. 
$75.50 
67.50 
Months 
Months 40.00 
Total monthly indemnity is paid so 


long as insured lives for loss of both 


hands, both feet, one hand and one foot | 


and for sight of both eyes. For loss 
of one hand, one foot or sight of one 
eye as result of either accidental injury 
or sickness, the policy pays monthly in- 
demnity so long as loss causes insured 
to lose all of his business time and one- 
fourth of monthly indemnity thereafter 
so long as he shall live, except for the 
loss of an eye and then 10 per cent of 


the | 


} on 


49.50 | 


the monthly indemnity is payable for life. 
Monthly indemnity is paid so long as 
insured lives and continuously suffers or 
a loss of all business time, and for par- 
tial disability, one-half of monthly in- 
demnity is paid for not exceeding six 
months. One-fourth of the monthly in- 
demnity is paid if insured is confined in 
a hospital. There is no waiting period 
the hospital indemnity provision 
and payment will not be made for 
confinement for a period exceeding 
three months. An identification provi- 
sion is included in the policy. 


LIBERTY LIFE, KAN. 

The Liberty Life of Topeka, Kan., has 
issued a new accident and health policy, 
the “protection non-prorate policy.” All 
sickness, and accidents are covered, full 
indemnity is paid for sickness, whether 
confined to house or not, special quaran- 
tine benefits are paid. The term “non- 
prorate” is used to explain the fact 
that no reduction in indemnity is made 
for change of occupation or injuries in- 

















PAUL G. BODLEY 


Comes to us with a phenome- 
nal record as a personal producer 
and organizer. With his ability 
and knowledge of the troubles 
and trials of the field men, all 
men who carry Liberty Life rate 
books find him a real working 
partner. 





The Liberty Life 


Announces the appointment of the 


following supervisors of agencies 


THE LIBERTY LIFE INSURANCE CO. 
TOPEKA, KANSAS 


INinois 
Nebraska 


W. G. DORFF 


Mr. Dorff comes to The Lib- 
erty Life with 20 years’ experi- 
ence in field work and Agency 
development. He has every quali- 
fication gained through hard 
and consistent effort to be in a 
position to render service to our 
field force. 


Colorado” 


California 
Washington 
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curred while doing any act pertaining » 
any other occupation. The policy ; 
issued with a monthly premium ay 
total deductions is provided if desirg 
The rates for varying amounts of prip. 


cipal sums and monthly indemnities ap 
ow Can You Tell a i 
Principal Mo. Cost - 
SS) I . ’ 
P t? a 
rospect? 


HEN you call upon a man—give him many of your precious and valu- me 
able minutes—do you know whether he is physically, financially and | NEWS OF COMPANIES , 
morally able to do business with you? —— 
It’s worth hundreds of dollars a year to KNOW. _ eg 
Agents operating under the American Central Plan KNOW. in force to $195,366,671; total income, §, 
_ . 446,875, a gain of $778,230 over 1923; ip. 
This is a part of the Plan. The pre-selection of prospects, the pre-approach, the vg hh A 
canvass, control of the interview, close, the handling of notes, and a definite resale lowest in the company’s history; total ¢ 
° ° ° ° ° $2,216,940 paid to policyholders. 
campaign are all parts of this Plan by which successful agents are professionaliz- ee 


ing their insurance work and their insurance service. iin ‘tees Ginnie oil 


statement shows that last year was; 


Any agent who feels that he might be interested in more details concerning the very satisfactory one. The insurance i 
force was $66,514,076, an increase of $1. 


plan may readily secure them by writing today to 548,544. The surplus to policyholders i 
$581,469. Its gross assets are $9,748,20, 


gain, $1,370,407. The mortality experi- 


7 

ence was very favorable. The company 

; starts.out under most favorable auspica 

with Harry B. Arnold, the new presi- 

dent at the helm. Mr. Arnold was om 

of the incorporators of the Midlani 

Mutual and has been a director since it 

a started. He is one of the prominent 


attorneys in Columbus, being senior 
member of the firm of Arnold & Wright 


x * * 

Pacific Mutual Life— The financial 
statement of the Pacific Mutual Lif 
shows total admitted assets of $91,99- 
853, a gain of $10,085,587 over the figure 
shown in the report for 1923. Total ne 


surplus, exclusive of capital, amountei 
to $8,926,380, a gain of $1,610,201. Pre 


mium income in 1924 in the accident de 
partment amounted to $4,977,849, a gain 
of $161,191. Total cash income was $23- 
471,530, a gain of $2,272,916. New life 
insurance paid for in 1924 amounted t 
$87,240,477, bringing total life insurance 


in force to $537,314,727, a gain of $38- 
Perhaps the most comprehensive field 274,666. The average rate of interest 


development program in existence today. SU Cc co ned on invested ars as 6.73. The 
IN RAN E Ss ane echo nti ee pan al wes @ 


One phase is described in this advertise- 
ceptionally favorable, the actual experi- 


ment. INDIANAPOLIS ence being 43.3 percent of the expected 


ESTABLISHED 1899 *x* *x * 
Service Life, Lincoln, Neb.—The com 


HERBERT m. WwW LLEN, i ft pany began business in October, 19% 
and shows $3,142,500 business in force 
Dec. 31, 1924. This is all Nebraska busi 
ness and is understood to have been < 
largely on a special contract which § 
NUMBER THREE IN A SERIES OF INFORMATION ADVERTISEMENTS said to be in the nature of sharing i 
stock earnings. 
—— — — a 
New York Life—It has announced some 
of the details of its annual statement 
Its new business was $746,651,900, &- 
ARE YOU GETTING THEM ALL? ceo en near 
e and added by dividends. It declined §7- 
000,000. The insurance in force is #- 


The “combinations” that we furnish referred to in the following letter are: 695,104,195, increase, $318,379,391. It 
increase in new business last year Ws 


THE NATIONAL UNDERWRITER, LIFE EDITION $53,592,100. Its first year’s premiums 

THE INSURANCE SALESMAN THE UNIQUE MANUAL-DIGEST __| | were. $28,081,530, increase, $992,622; 
ewals, ,682,851, » $9,811,204 

THE LITTLE GEM LIFE CHART THE DIAMOND LIFE BULLETINS total income, $242,051,360, increase, Sif 
278,421; paid policyholders, $138,911,6% 
decrease, $39,716, policy loans, a 
The Union Central Life Insurance Co. ao gg a ae peu $2- 


Duncan, Oklahoma —_ oe are 
ee seer Ey Seth, 1088 Larson Agency’s Meeting 
n . 
seumeti, Caio Twenty agents of the Central of Iowi 


Gentlemen: - Wiscor- 
I am enclosing herewith renewal order for the Little Gem and the Unique attended the convention of the \V's 
sin state agency at Madison. The pr 


Manual-—D 
rma *¢ 27 eh te ae and also for the weekly and monthly publications that you saix Tetbeledl’ on Ghkeme of Wl oe 
I want to say that the service that I have received from the combina- by A. C. Larson, local general age® 
tions that you publish, is the greatest help for.selling more policies, than with response by Martin Stenne oe 
all other life insurance journals on the market. general agent at La Crosse; kere 
No live agent can afford to be without the National Underwriter service. address by C. L. Miller, superna 
of agents in Madison; home office P 
Yours very truly, by O. C. Miller, Des Moines, presidest 
W. L. BUMPAS, of the company, and Wisconsin P 
Union Central Life Ins. Co for the coming year by C. M. Kreme 
: sales manager. At the banquet Mr. i 
son acted as toastmaster; Rev. ; 
‘s soil Ms . on FD ease atte Barstow delivered the principal addres 
We call them our “five major life insurance services”. Each is distinctive in its field and taken together they constitute “the and Dr. T. C. Denny, secretary ° the 
complete life agent’s field equipment”. ARE YOU GETTING THEM ALL? company, supervised the presentation 
prizes. 
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of prin. Policy Literature, Rate Books, etc. Supplementing the “Unique Manual- -> Onl : 
4s DLC | ye - a - - - sf . y four other life insurance com- 
ities ar Digest ree nee | a re Annually in May and April respectively. => : panies in America have more policy 
40.6 PRICE, $3.50 a et meet / contracts in force than this com- 
hereafter pany. The following figures show 
$2.00 wai wet tts remarkable growth in the last 
iff JETOTAL NEW DIVIDEND SHOWN | Tost py. dist py. . : ten years:. 
4.00 a . Jan. 1, 1914 Jan. 1, 1924 
$0 Til National Life of Vermont Gives Com- | 139°": 1/20 2442 19:08 
ee bination of Regular. Schedule Plus vee 17, rt) 33.38 . . . ' 
20 Percent Special Return 211 19:48 22:14 21.50 25. ; : . Insurance in Force... 73,455,636 351,149,583 
IES » “ -+++ 20.30 21.32 22.38 2 P ; ; ented 
eT : ttractive opportunities open to competent agents in io, Indiana, 
The 1925 dividend schedule of the Na- SS Year Batoument Kentucky, West Virginia, Pennartnale. Michigan, Illinois, Missouri. 
22,057,553 aE tional Life of Vermont, showing the Age 3s Age 3°, Age 35 
’ LD ve 7 


insurane fe combination of the regular dividend and 


et e e 

: Div. Cost Div. Cost Div. Cost 
an Meme 20 percent, increase, announced for|Prom-.. itey. Geka The Western and Southern Life Ins Co 
a a a estern ern Life Insurance Lo. 


1923; in. MB this year, is as follows on the three lead- 














“ice sie sms MASSACHUSETTS MUTUAL 


$ 
cont, MEE ae forms of insurance: oi 4191 W. J. WILLIAMS, President CINCINNATI, OHIO 
: tot: $49.74 50 
; total of Ordinary Life s.s) 40 a 
: Age 25 Age 30 Age 35 : . 
N N y 10.24 80 
Diy, Gost Diy, Coat Lah BEE Ute ; , 
annua . . : . q 
. ge RF age nee $113 iste A Company with Friends Everywhere 
mneredmat-- pie tate pha atte, ee a iit Heat 1 ire 
Fd "$23.77" $27.41 2 15.25 79 The agent who is selling insurance in this Company, which 
59, 748.2% 09 16.68 7.83 $17 gh for seventy-three years has been sendering wnence ed service, 
r experi. . “52 8°35 18.19 .72 does not work alone. Wherever he may be, nds enthusiastic 
company . .76 8.61 19.24 -TT friends ready to help him by testifying that there is no better 
auspices 7.28 .99 8.91 30.35 38 company in the land than the old Massachusetts Mutual. Its 
iw pe ots rt et 66 enviable record for service and the low net cost of the protection 
pao A 7.88 2 9.79 furnished make a combination that assures success to any real 
a 8.11 8 0.10 worker in the field. 
rominent 8.55 2 0.76 20 Year Endowment JOSEPH C. BEHAN, Superintendent of Agencies 
z senior yh et et Age 40 Age 45 Age 50 
: Wright 9.27 9 177 e Net et 
9.54 9 2:13 
: 9 2°49 
"31 2.86 
3.22 
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financial 6.73 44.29 7.51 8.59 
ual Lit 7.89 43.63 8.19 9.28 
1e figures Ordinary Life *? 10. 1 11.12 12.54 4 
Total na Age 40 Age 45 Gt: 12/58 43.12 14.02 : 
a st - 12. 13.35 14.78 OF SPRINGFIELD, MASSACHUSETTS 
ident de : 13. 14.95 16.39 INCORPORATED IN 1851 
ed a 16.68 39:05 18.08 
ee 08 : 16. 17.55 18.93 
yunted te 8 11.66 - oi aes Stes aa-ss 
Insurance 12.14 > 19. 20.42 21.74 
of $38 ret : 20. 21.45 22°76 : 
interest 144 .. 21. 22.52 23.82 
73. The ieee : 22: 23.65 24.92 
* : > 23. 2 24.82 3 26.11 
we & 14.55 : 25 26.07 27.34 
ul experi: ent 2 27.39 28.31 28.70 
expected rt] ant ac s 1925 special 
, en equal to ercen of regular e.¢e ° ° ° 
16.63 dividend. Reserve basis: American 3 For a General Agency proposition in Missouri, 
rhe om 17.50 percent. “ ” 
—— bt +4 Minnesota or South Dakota, with a Company 
18.46 . i M - 
ska bus 18.93 Travelers which gives real service to its Agency force, 
which i 19.86 The Travelers is issuing a new policy and under direct Home Office connection. 
haring ia which carries a lower rate and lower 


20 Payment Life 


values at attained age up to age of ex- 


Age 25 Age 30 , ; 
aii a et Net net pectancy. At that time the rates double. D M e if d e Co 
. os Vv. t . 
eos Ben. GGG" LE Pas ne es Moines Life and Annuity Co. 


















































soet se . 59 2 , National Guardian “The Company of Co-operation” 
ined $73; Mic, a, The National Guardian Life of Madi- a 
se is #- i a8 } ae a 2 son, Wis., has voted to continue the 1924 DES MO I NES 4 7 IOWA 
391. Its - 7.56 14 .90 dividend schedule for this year. In addi- 
year was - 7.93 .56 .37 tion a quinquennial dividend of $5 per 
premiums . +23 .00 85 thousand on all participating policies, 
D632; Te - Bae -44 -34 save term, was declared. 
9,817,282: - 9.15 $1 86 2 
. $16- - 9 ‘ . 
ace : 10°08 ‘88 38 POLICY LOANS CAUSE LAPSES 
poo ; wt rt os Equitable of New York Have You found a way to stop this waste? 
ear, $* - 11.97 "03 “99 The Equitable Life of New York an- Our plan IS saving millions for many Companies and is the result of twenty- 
. 12.51 .60 92 nounces that double indemnity and dis- | | two years of careful research and experience. 
‘ ines re -60 ability will be included with preliminary THE OTIS HANN COMPANY 
* 34/29 wt se term insurance issued in connection with 10 So. La Salle St. Chicago, 
ng - 14.83 16 70 policies carrying these features. 
1 of Iow - 15.48 84 46 
. Wiscon- 20 Payment Life 
The pre Age 40 Age 45 M 
a Net — Net I 
ennersol ' 40.16 45.54 HOME OFFICE 
eynott ; ‘ 33 SPRINGFIELD, ILLINOIS 
intendest 8. 9.16 An Old Ling Legal Reserve Life Insurance Company 
ice pls 10 12.18 A Company of Service 
bs plans 11 sris Service to Policy Holders Service to Agents Service to the Public 
Kremets i* 13-08 Operates under the Famous “Registration Act” which requires the reserve on every policy issued to be deposited 
Mr. Lat 13. 15.36 and held in Trust by the Insurance Department of the State 
vy. RW a4. 13-38 Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 
1 address 15. 17.43 A few good openings for good live producers in Illinois. Correspondence Invited. 
ry < a 16. 18:16 H. B. HILL, President N.H. WALT, Vice-Pres. and Agency Director JAS. FAIRLIE Vice-Pres.and Actuary DR. J.R. NEAL, See. 
ntati . : 
17. 19.65 
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WITH INDUSTRIAL MEN 

















ANNOUNCEMENTS ARE MADE 





Officers of Conservative Life of South 
Bend, Ind., Tell About Some New 
Policies Just Issued 





A. 8S. Burkart, vice-president of the 
Conservative Life of South Bend, Ind.; 
Secretary Mell and Industrial Manager 
N. C. Johnson held a series of joint meet- 
ings, covering -Hammond, Terre Haute, 
Kokomo, and South Bend. At these 
meetings they announced three new poli- 
cies, 20-payment life, 20-year endowment, 
and endowment at 21. These are all in- 
fantile industrial policies and are in full 
benefit at age 65. 

Mr. Burkart announced an increase in 
the number of times paid the men, 





graded all the way from an increase of 
50 percent on men who had been in the 
service a year or less, down to 29 per- 
cent to those men who had been in the 
service three years or more. He showed 
that a new man starting in the business 
now received equal to 26 times indus- 
trial. A man who has been in the serv- 
ice a year, but less than two years, re- 
ceives 30% times. A man in service 
for two years, but less than three 
years, receives 34% times, while the man 
who has been with the company for 
three years or more, receives 39 times. 
He also stated that this increase in pay 
would be retroactive, dating back to 
Jan. 1, 1925, and that the men who had 
already received their vouchers for the 
first one-third of the month were having 
an adjustment made in their vouchers 
of Jan. 20. He stated that the reason 





for giving this increase in pay was that 
the company had had a good year in 
1924, and that the officers realized that 
it was the men in the field who were 
really making the company. 

The leaders for the year were: 

Joint Results—Superintendent C. W. 
Wester, South Bend, Ind.; Agents S. J. 
Bartoszek, South Bend and Carl Baschab, 
Hammond, tied. 

Net Placed Ordinary—Superintendent 
Cc. W. Wester, South Bend, Agent Joseph 
Martin, South Bend. 

Ordinary Increase—Superintendent C. 
W. Wester, South Bend; Agent Joseph 
Martin, South Bend. 

Monthly Increase — Superintendent C. 
W. Wester, South Bend; Agent Carl Bas- 
chab, Hammond, Ind. 

Collection Percent—Superintendent 
Bert McDonald, Elwood, Ind.; Agent Carl 
Baschab, Hammond. 

Arrears Percent—Superintendent C. W. 
Wester, South Bend; Agent S, J. Bar- 
toszek, South Bend. 

The Conservative Life’s new series of 
infantile policies includes an ordinary 








Helping Santa Claus and 
Helping Providence 





o000 


Of course we all believe in Santa Claus. We have been the recipients of his favors ever 
since we can remember. We have seen him in shop windows, and some of us have actu- 
ally shaken sands with him. 

But have you noticed that Santa Claus needs a good deal of help? Now that chim- 
neys are built so small, and so many families often live under one roof, Santa Claus has 
to invoke the help of a lot of people in making deliveries. He is on the job all the time, 


seeing that the presents are provided, but he can’t attend to the deliveries as he could years ago when 
houses were smaller, chimneys larger, and there was more snow on the roofs. 

And people who help Santa Claus seem to catch something of the spirit of the jolly old saint 
himself. Their faces become wreathed in smiles; their eyes twinkle; and they have the air of people 
who know good news, but are not quite ready to tell it. They are “mystery” men and women whom 
children are eager to serve and please. It’s lots of fun to help Santa Claus. 


HELPING PROVIDENCE 


We all believe in Providence, and that “Providence will provide”. In fact, the word was invented 
to fit the fact. But Providence needs our help in making deliveries, very much as Santa Claus does. 
When men lived close to the sources of life, got their food direct from the soil, the bush, the vine and 
the tree, when they sheared their own sheep, raised their own cotton and flax, spun and wove their 
own yarn and manufactured their own clothing,—the work of Providence was more direct than it is 
now. Providence provides the raw material,—with some help of course,—but most of us must now 
help Providence in the matter of preparation and distribution. 


IT’S THAT WAY WITH LIFE INSURANCE 


life is a mystery that no man can:solve. 


Providence gives health and the power to earn money. But what will be the length of any single 
But Providence has ordained a law of life in the mass. 


If it were known how long the individual would live, there could be no Life Insurance, and the man 
foredoomed to die young could make no adequate provision for his dependents! That would surely 


be a hard fate. 


Providence ordains the law of life in the mass, as expressed in the mortality table; the economic 
law of increase, as expressed in money at interest ; then man steps in with his helpful life insurance 


machinery,—and, presto! the thing is done. 


One need not leave a dependent family without means, 


nor an incumbered estate, if he will help Providence, or let Providence and the life insurance company 
help him. It’s great fun to help Providence, or let Providence help you. Try it while the Christmas 
thrill is still fresh in your heart and you'll get a thrill that will last a lifetime. For the best method, 


see an agent of the 


NEW YORK LIFE INSURANCE COMPANY 


0000 


DARWIN P. KINGSLEY 
President 


Not a Commodity, But a Service 


life, 20-pay life, 20-year endowment anj 
endowment at age 21. The infantile or. 
‘dinary life provides for death benefity 
ranging from $15 for less than thre 
months to $393 at age nine. The cost js 
40 cents monthly. The infantile 20-pay 
life provides death benefits ranging 
from $40 to $260. The full $260 benef 
‘is reached at age 5. The policy ts writ. 
ten at ages from one to nine next birth. 
day for a monthly premium of 56 cents 
Cash or loan, paid up or extended insur. 
fance values are provided after the thir 
policy year. The infantile 20-year ep. 
dowment policy provides similar deat) 
‘benefit, with the $260 benefit being at. 
tained at age 5. This policy :s writte 
‘at ages from 1 to 9 for a monthly pre. 
mium of $1.08. Policy values are pro. 
‘vided and there are also various paid. 
‘up life and endowment options. hh 
‘piace of the payment of the face of th 
policy in cash on the 20th anniversary 
of the policy, it may be exchanged fo 
a fully paid-up life policy for an amount 
which varies according to the age # 
“which the original policy was issued 
franging from $8.98 at age of one t 
$7.85 at age nine. The infantile endow. 
ment at age 21 is a new form amon 
children’s policies and provides for: 
monthly premium increasing from ag 
‘to age, with death benefits ranging from 
$46 to $290, the latter going into effec 
fat age 5. The full $290 face amount is 
payable in cash at age 21, though i 
‘place of this the insured may take: 
‘paid-up life policy for $1,000 or a paié- 
Aup endowment option as desired. Th 
premium on the endowment at age ! 
increases from $1.20 at age one to ! 
at age nine. 





CHANGES OF PUBLIC SAVING 





Appointments and Promotions Are At 
nounced at a Number of Points 
in the Field 





The Public Savings has opened a nev 
district in Toledo, to be known # 
Toledo No. 2. Superintendent A. R.C 
Montgomery of Toledo No. 1, has beat 
made manager of the new district. Ht 
first took an agency at Huntington, Ind. 
and later was appointed to superit- 
tendent at Fort Wayne, later beitf 
transferred to Toledo. Recent change 
in the field are as follows: 

Agent C. P. Watson, Louisville, Ky, 
promoted to superintendent. 

Agent J. Williams of Noblesville pr 
moted to superintendent at Michigs# 
City. 

Agent J. R. Alsop promoted to supe 
intendent at Sullivan. 

Manager W. C. Billeg, Hamilton, 0 
transferred to the home office. ; 

Manager W. A. Smith, Indianapoli 
South, transferred to Hamilton, 0. 

Superintendent H. C. Cramton, India 
apolis North, promoted to manager 
Indianapolis South. 

Agent J. Hoffman, Indianapolis North 
promoted to superintendent. 

Agent G. Glatter, promoted to super 
tendent at Detroit 1. 

Agent T. J. Hester, Lafayette, promoted 
to superintendent at Hamilton, 0. 

Agent W. Paquette, Toledo 1, promote 
to superintendent Toledo 2. 

Agent J. E. Paquette, Toledo 1, 
moted to superintendent Toledo 2 

Agent L. C. Kent promoted to sup 
intendent Toledo 1. k 

Agent T. J. Ramsey promoted to super 
intendent Toledo 1. 





CHANGES OF JOHN HANCOG 


Promotions Are Announced at Mas 
Points for Meritorious Service 
in the Agency Ranks 


een promote! 





The following have b istatt 
from the rank of agents to I" 
superintendents of the John Hancoe 
the districts of their service: x B 

Fred G. Heilman, Manchester, bs 
(Brattleboro, Vt., Det.); Thom whe 
Hickey, Chicago III; Charles A. —_ : 
Brooklyn I; Moses Penzick, Broo Jac!” 
Thomas Nicholson, Detroit 1 it 
Horowitz, New York I; Louis F. xpath 
Syracuse, N. Y.; Samuel Jay, Ror 
Conn.; John J. Mulcahy, Quincy, "sii 
LeRoy A. Clos, Cambridge, a ¥ 
Kaminski, Cleveland III; Jeo. 
Schorr, Worcester, Mass. ar ‘ 
field Det.); Lawrence H. T@ 
dence. ne 

Promoted and transferred: -< . 
Taylor, from agent at Minnespy. vince! 
to an assistancy at Cleveland I; 
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Romano, from agent at Brooklyn III to 
an assistant superintendent at Brooklyn 
I; Achilles Wellman, from agent at New 
York II to an assistant superintendent 
at Brooklyn I; Michael J, Dean, from 
agent at Philadelphia IV to an assist- 
ancy at Germantown; Bernard M. Wei- 
ner, from agent at New York I to an 
assistant superintendent at Orange, N. J.; 
John D. Carey, from agent at Hyde 
park, Mass., to an assistancy at Eliza- 
peth, N. J. (New Brunswick Det.); Ev- 
erett L. DeSherlia, from agent at East 
St. Louis to an assistant superintendent 
at St. Louis I. 

Assistants transferred: Herman Sulzer, 
from New York J] to Brooklyn IV; Eu- 
gene N. Shute, from Lowell, Mass., to 
Salem, Mass.; Harry J. Pfister, from 
Quincy, Mass., to Cambridge, Mass.; 
Harry P. Kunsman, from Cleveland III 
to Cleveland I, 

Other changes: Harold I. Bahn, from 
cashier at Rochester, N. Y., to an assist- 
ant cashier at Buffalo ordinary agency; 
Anthony J. Klug, from assistant cashier 
to cashier at Rochester, N. Y.; Robert 
Clayton, from claim adjuster to an as- 
sistancy at New York III; George D. 
Bonsall, from agent to agency Inspector 
at Philadelphia III; John E. Johnston, 
from assistant cashier at Worcester, 
Mass., to cashier 2.t Yonkers, N. Y.; Wil- 
liam A. McNamara, from cashier to agent 
at St. Louis If; frank J. Brown, from 
agent to cashier ut St. Louis II; Frank 
B. Maher, from cashier at Yonkers, 
N. Y., to cashier at New York II; Roger 
T. Connelly, from: claim adjuster and 
inspector to agency supervisor at 
Bridgeport, Conn.; John F. Mooney, from 
agent at Boston tw agency inspector at 
Roxbury, Mass.; Max Reck, from agent 
to agent unattseched at Cambridge, 
Mass.; John F. Sweeney, from assistant 
superintendent to agency inspector at 
Cambridge, Mass. 





Prudential’s New Milwaukee Office 


A third branch office has been opened 
in Milwaukee by the Prudential. The 
new district office is located in the 
Broadway-Wisconsin building. Ge “Be 
Kraniak, formerly assistant superin- 
tendent in District No. 2, has been ap- 
pointed superintendent of the new 
branch. He will have as assistants A. 
Radke, J. E. Schroeder and W. F. Horn- 
burg. Mr. Kraniak is succeeded in Dis- 
trict No. 2 by Arthur Affeldt. The new 
branch has as its territory the entire 
east side of Milwaukee, formerly under 
jurisdiction of District No. 1, and a small 
part of the north side formerly under 
District No. 2. The new district office 
has 36 agents already working out of it. 





News of the Prudential 


Earl A. Ludy has been promoted to 
assistant superintendent of the Pruden- 
tial at Muncy, Pa. Assistant Malon C. 
Lauer was transferred from Muncy to 
Lock Haven. Agent Joseph E. Leech of 
Pittsburgh No. 4 has also qualified for 
advancement, assuming assistancy duties. 

Having completed 25 years of con- 
tinuous service, Irvin B. Woodward, as- 
sistant Superintendent of the Chicago 
No. 3 district, was recently admitted to 
Class “E” of the Prudential Old Guard. 
with the locket and certificate. His 
career dates from January 6, 1900, when 
he began as an agent in the Chicago 
No. 3 district. He has since served as an 
agent and assistant in the Chicago No. 
hn from where he was trans- 

i ’ 

an n 1914 to his present assign- 
a Thomas O. Kelley of the East 
my uls district recently rounded out 
ee of continuous service with the 
ye Pany and was admitted to class “D” 

the Prudential Old Guard. He started 
i = agent in the Belleville, Ill., district 
non a His present assignment dates 
fel te ee he has been success- 
eee ng up a very creditable 
— E. Oshin, agent in the Mount 
ic an istrict, has the honor of be- 
“an oy a, representative in division 
ton for Voas. for a $50,000 merit but- 
ating ae courtney, who has been oper- 
on Bed lk ew York No. 2 district, 


tendent in the same district. 





: Louisville Supervisor Dies 

Valter G Ford, 40 

vi . ’ years old, super- 

Mets of the Louisville district of the 
°politan Life, died Feb. 1 at his 


h 
Philadehing Mr. Ford was a native of 
Politan 29 a, starting with the Metro- 


years ago, being t 
: : & transferred 
© Louisville about ten years ago. 


need to assistant superin- | 








Dean A. F. West Defines 
Education as a Process 


HE following definition of education 

was given by Dr. Andrew F. West, 
dean of the Princeton University grad- EN RAL A ENT WANTED 
uate school, speaking before the bien- 
nial conference of the Prudential: 

“Education is a process, an effort. 
There is such a thing as athletics of the 
mind. It gives poise, skill and strength. | : ' 
Education is work. Above all we must One of the well established old line life insur- 


realize there can be no education with- | ; , 
out training. The greatest joy in human ance companies, with more than One Hun- 
dred Millions in force, has a General Agency 


life arises from the overcoming of ob- 


stacles. 

Bs Bw: Rg a lie at the bottom | opening at Duluth, Minnesota. It has a sub- 
“Sight—the power to observe. stantial number of policyholders and some 
“Memory. Without it no one can be | > ; : 

eT particularly fine connections for securing a 

Reason—the insight to know the | large business in that territory. If vou are 

meaning of what we see and remember. 2 Pe h 2 
eaten, to cones oes. , interested, have the ability to qualify and can 
“4 ‘ “me them all, judg- . : ies 

ane supreme among them all, judg furnish satisfactory references, address L-78, 
“These put together, and you have | ss . 

something more than intelligence. You c/o National Underwriter 


have wisdom, our rarest gift.” 





W. M. Beal, general agent of the Inter- 
national Life, had several ribs broken in 
an automobile accident near Fulton, Mo. | 














Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i.e. Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for 
nothing. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIL, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 
S. D., W. Va., Wyo. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Bilvd., running 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 
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nsurance Company 


OF DES MOINES, IOWA. 


Organized 1907 


Now entering upon its 19th year. Over $20,000,000.00 in force. 
Assets close to Two Million. Legal Reserve One Million and a Half. 
Surplus to Policyholders over Quarter of Million. 


Home Office 
Des Moines, Iowa 


State Branch Offices: 


Mankato, Minn. Lincoln, Neb. Topeka, Kans. 


Sioux City, lowa 


























THE OLD LINE 
CEDAR RAPIDS LIFE INSURANCE CO. 


A GOOD WESTERN COMPANY 
Liberal Contracts 





CEDAR 
Jomihm Up-To-Date Policies 
Iowa, South Dakota, Minnesota, Nebraska 








Eleven million people within two 
hundred and fifty miles of our Home 
Office— plenty of opportunity for a 
good man. 


We still have a few good openings. i 


Direct General Agency Contract—lib- 
eral commissions—but we are ‘“‘hard- 


OUR FIELD boiled’’ on advances. 


Over @ million and a hal 
paid to policyholders in this 
territory. 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 
S. M. CROSS, President 


a 




















Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 


Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 


Standard Ordinary and Industrial Policies 


J.C. MAGINNIS, President J. N. WARFIELD, Jr.. Soqpetareteensuser 
J. BARRY MAHOOL, Vice-President Dr. J. H. IGLEHART, Medical 


THE EQUITABLE LIFE OF IOWA 


ANNOUNCES 
LARGEST DIVIDENDS 
IN ITS HISTORY 














EQUITABLE LIFE OF IOWA 


Founded: 1867 Home Office: Des Moines 
































NEWS OF LOCAL ASSOCIATIONS 











THURMAN AND LUTHER SPEAK 





Boston Association Has Two Former 
Members as Head-Liners for Its 
January Meeting 





BOSTON, MASS., Feb. 4.—The first 
gathering of the Boston Life Under- 
writers Association in the administration 
of President Lloyd K. Allen was in the 
nature of a reunion of general agents 
and agents and miore than 175 came 
out to hear two former members of the 
organization, Oliver M. Thurman, super- 
intendent of agents of the Mutual Ben- 
efit Life, and Karl A. Luther, agency 
secretary of the Aetna Life. 


Three Causes Cited 


Mr. Thurman spoke on “How People 
Feel Toward Life Insurance” and de- 
clared the present appreciation of life 
insurance by the public generally was 
due to three things—missionary work 
done by the agents in the past, the coop- 
erative endeavor of the agents and com- 
panies and the sales methods of agents 
who today are meeting the needs of the 
individual prospect. These factors are 
now bearing fruit, said the speaker, in 
the form of increasing understanding of 
the business by the public. Mr. Thur- 
man urged the agents to take advantage 
of this appreciation and to push those 
ideas which have brought it about. Study 
of sales methods and plans for meeting 
the needs of the public is the surest 
way of advancing still further the stand- 
ing of the business in the public mind. 


What the People Want 


Mr. Luther talked on “The Kind of 
Insurance the People Want.” He said 


SPOKANE ASSOCIATION ELEcTs 
J. J. Schiffner Named to Succeed E. VW, 
Pettibone as President, at Annual 

Meeting Last Week 





SPOKANE, WASH., Feb. 3.—Th 
Spokane Association of Life Under. 
writers has shown a gain of more tha 
50 percent in membership during th 
past year and now numbers approx. 
mately 100 active members with every 
general agency in Spokane represented 
according to the report of retiring Se. 
retary Charles Brown at the annul 
meeting held last week. Twelve monthly 
meetings were held during the year with 
an average attendance of over 50 ané 
one special meeting was held in honor 
of President Sage and Superintendent 
of Agencies Charles Hommeyer of th 
Union Central. President E. W. Pet. 
tibone was presented with a handsome 
leather brief case by Manager E. W. 
Burke of Bankers Life of Des Moines 
from the membership in recognition o 
his service in behalf of the association 
during the last year. 

J. J. Schiffner, home office genera 
agent of the New World Life of this 
city, was the unanimous choice of the 
Spokane life underwriters to succeed 
Mr. Pettibone as president of the asso- 
ciation for 1925. Other officers elected 
were: J. W. Greb, Equitable Life, vice- 
president; Herman A. Zischke, Union 
Central, treasurer; R. G. Jones, New 
World, secretary; E. W. Pettibone, Mu- 
tual Life; Charles Brown, Mutual Ber- 
efit; Neil Flenner, Aetna; A. R. Byquist, 
New York and J. J. Gregory, North- 
western National, members of the board 
of directors. 





that no particular form or plan of in- 
surance was to be recommended but 
rather such a policy as would give pro- 
tection, comfort and satisfaction under 
whatever form. The educational | 
methods now prevalent in the associa- | 
tions, agencies and companies are all | 
tending toward the selling of the kind of 
insurance the public wants. Mr. Luther | 
felt that the life agent could not yet be | 
called a professional man. That title is | 
an ideal towards which he may work | 
and attain only by rendering service to 
cover needs. 


Sales Congress on Feb, 20 


President Allen announced that the | 
annual Sales Congress of the Boston as- 


sociation would be held on Feb. 20, for | 
which the usual live program is being | 


arranged. _ Chairman W. B. Phelps of 
the education committee announced the 


reopening of the life insurance course at | 


Northeastern University Feb. 3 and out- 
lined the course of talks to be given at 


the Boston Chamber of Commerce by | 


Franklin W. Ganse on “Putting Estates 
in Order.” 
= 


Louisiana—Judge John D. Nix of the 
juvenile court of New Orleans was the 
principal speaker at a meeting of the 
Louisiana association at New Orleans. 
More than 60 members were present. 
Joseph, Judge Nix said, was the greatest 
insurance man. The speaker told of the 
Biblical story, how in the seven years 
of plenty, Joseph prepared for the seven 
lean years. The meeting was held under 
the auspices of the Life Insurance Com- 
pany of Virginia, with Managers D. D. 
Colley and Edmond J. Piguet presiding. 

*x* * * 


Dallas, Tex.—The Dallas association 
iheld a joint luncheon with the Dallas 
pond of the Blue Goose, an organization 
of fire underwriters, on Monday of this 
week, 

x* * * 


St. Paul, Minn.—Two hundred life un- 
derwriters of St. Paul and Minneapolis 
attended the first meeting of the St. Paul 
association for the year Saturday after- 
noon. Walter J. Strouse, president, in- 
troduced J. L. McBean as active chair- 
man, who addressed the meeting. Talks 
were made by general and special agents 
of a number of companies on problems 
of the life insurance business. 


President-elect Schiffner in expressing 
appreciation of the honor conferred upon 
him, pledged himself to carry on the 
work of his predecessor in developing 
cooperation among the life agents of the 
city and also suggested that the associa- 
tion should undertake to carry on with 
those qualified among its members a 
teachers, a series of short evening 
courses in life insurance to relieve the 
general agents of the burden of training 
their new men in life insurance fund 
mentals. He also suggested the train- 
ing of a squad of four-minute speakers 
to carry the message of life insurance 
into public gatherings. 

2 +.2 

Chieago—The speaker at the Februar! 
meeting of the Chicago association will 
be Maj. Thornton Anthony Mills, pastor 
of a north side Congregational chureh 
who will speak on “Fiddles and For- 
tunes.” The meeting will be held # 
noon Feb. 18. 


* * * 
St. Louis, Mo.—W. A. Sommers, genera! 
agent in St. Louis for the Pacific Mutua 
| Life, was elected president of the & 
Louis association at its annual meeting 
Other officers are: C. W. Fisher, Kans 
City Life, first vice-president; J. W. A® 
derson, Prudential, second  vice-pres 
dent; E. A. Pickel, Phoenix Mutual, se 
retary-treasurer. Executive committee 
Ira Fischer, Penn Mutual, chalrmat 
George E. Black, Mutual Benefit; F. 8 
Miller, Phoenix Mutual; M. A. Nelso® 
Equitable of New York; E. C. Rowse 
Connecticut Mutual. . 
The next meeting will be held Feb. ! 
* * * 
Okmulgee, Okla—D. J. Irwin 
elected president of the Okmulgee 455° 
ciation, with George Cantrell, secretary: 
treasurer. 


was 


x * * 

North Dakota—H. T. Lewis, state 4 
ager of the Mutual Life of New Yor 
was elected president of the North 4 
kota association at the annual meene 
in Fargo, Jan. 31. John A. Risk, pe 
manager of the North American Life Si 
Chicago, was chosen vice-president = 
R. A. Trubey, Guardian Life, was * 
elected secretary-treasurer. 

About 40 life insurance men fro ao 
over the state attended the ony ~4 
The coming year’s program was ost: 
cussed in relation to the program Les 
lined by the National Association. 


(CONTINUED ON PAGE 40) 
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Illustrations Are Given to Show Right 
and Wrong Methods for Salesman to 
Pursue in Production of Life Insurance 


BY JOSEPH 


Cleveland, O. 


when they grew up they entered 

life insurance together. Bob was a 
serious minded chap, but people liked | 
him because he was agreeable and had 
sterling qualities. Bill was a jovial good 
fellow and also had many friends. 

Being of different types, Bob had one 
way of doing things and Bill usually did 
them the opposite way. That right 
method and wrong methods have a tell- 
ing effect in the long run is evidenced 
by the experience of these hypotheticat 
youths who typify pronounced types of 
men actually engaged in selling life in- 
surance. 

Bob secured several good interviews 
each day. Frequently he worked until 
late in the evening. Bill let circum- 
stances determine the number of inter- 
views he made. If he didn’t feel just 
right he didn’t go to see any prospects 
because he might spoil a good one. And 
then his health was more important to 
him than a few dollars. 


Be: and Bill were chums in school; | 





| suitable to them and tried to sell that. 
Bill always tried to sell the policy which 
would bring the largest commission, 
irrespective of how it suited the needs 
of the applicant. 

Bob always sold a man thoroughly 
and usually collected with the applica- 
tion. He would say to the applicant: 
“Do you want to give me cash or a 
check for the premium?” 
plicant demurred about paying in ad- 
vance he would say: “It may take a 
| couple of weeks to get the policy 
through and delivered to you and there 


J. DEVNEY 


Bob determined to remain in the busi- 
ness permanently because, in addition to 
helping the other fellow, he saw un- 
limited opportunities for building up a 
fine income. Bill looked upon life in- 
surance as a temporary occupation. He 
knew that sometime someone would | 
come along looking for a bright young | He never had to return a policy as “not 
man and offer him a salary of $150 a|taken.” Bill often took applications 
month to take up some other line and | from men who were only half sold. He 
he would “snap into it.” He would then | would tell them the application was not 
have a regular job. : | binding and if they did not want the 

Bob studied his business thoroughly. | policy when it came they would not 
He realized that the more he knew about | have to take it. He rarely asked for a 
it the larger would be his reward. Bill | down payment, being afraid the appli- 
never bothered to learn much more than | cant would back out. As a consequence 
the manager had told him_about his | he frequently had to return policies as 
company and its policies. He felt that | “not taken.” 
the insuring public knew little about life | Bob was always optimistic. He could 
insurance so there was no use eee | see a silver lining in any kind of a 
time learning a lot of things which his | cloud. This helped him to keep up his 
prospects would not understand anyway. | courage and confidence that he could 


Bob tried to give his customers good | and would make good. Bill was_opti- 


month’s insurance and getting only 
eleven and a half month’s protection.” 


If the ap- | 


is no use of your paying for twelve | 


things. He was often discouraged and 
in the dumps. 

Bob realized that it was up to him to 
make good, and when things went wrong 
or when business was not up to normal 
he searched himself for the cause before 
blaming conditions. Bill, however, was 
self-satisfied. When business was slow 
he laid it to “conditions over which he 
had no control.” 

Bob was business-like and earnest in 
canvassing. He tried to make every 
interview count. He did not waste the 
| time of his prospects, but tried to sell 
them in one, two or three interviews. 
Bill called upon the same prospects 
many times and visited a great deal 
about things which did not concern the 
real mission of his call. He wasted his 
prospects’’ time as well as his own by 
frivolous conversation during business 
hours. 

Bob planned his interviews in advance. 
He thought over his cases and tried to 
have one or more definite points ready 
| to drive home when he saw his man. 


Bill just dropped in on his prospects 
| without any particular thing in mind to 
| Say. 

Bob watched current events and con- 
| ditions and the date on his cards and 
| tried to call on prospects when they 
would be most apt to be interested or 
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The American Home Life 


RECAPITULATION OF ASSETS AND LIABILITIES 
as of 
December 31, 1924 


ASSETS 


LIABILITIES 


Reserve necessary to pay all policies in accordance 

















service. He sought to learn the amount, | mistic when business was good. When | have a surplus to invest. Bill paid little 
kind of policy and method of settlement | otherwise, he looked on the dark side of | attention to these things. He felt that 
| - 
| Cc. B. ROBBINS Cc. B. SVOBODA 
President THE OLD LINE Secretary 
Company CEDAR RAPIDS, IOWA 
KANSAS Financial Condition December 31st, 1924 
ASSETS 
Pies Bien cin Wits BANG onc on 0 kassttinctndevescsctéet $1,794,873.00 
Municipal Bonds, Liberty Bonds & W.S.S.................... 9,620.51 
Premium Notes & Policy Loans........... ee ek 375,346.40 
Cash in Banks & Office and Other Ledger Assets.............. 64,129.84 
Interest Accrued and Net Uncollected and Deferred Premiums 92,163.06 
(Reserve charged in Liabilities) 
ES EE ee ET He $2,336,132.81 
Less Assets not covered by Reserve............ 6.6.66. cece cues 37,118.34 
Net Meets, |. 5... bie. bok bk bodes ssc ttt a eee 
LIABILITIES 
Tax Reserve and Other Liabilities......................650055 .$ 24,465.82 
Legal Insurance Reserve and Reserve for Special 
lei coaiieht do del mee aieadanna $ 35,559.03 Benefits... 0.00... 0c cece cee ee eee e nee e ene ees $2i040,983,70 
lt a 687,750.00 Surplus to Policyholders................ stew - 4333,90696 
Se eee a oe een 269,512.23 TOTAL FOR PROTECTION OF POLICYHOLDERS........$2,274,548.65 
diene ccevaumosems 42,243.48 $2,299,014.47 
en HOW WE ARE GROWING ‘ 
tet te teen eee e eens $1,035,064.74 END OF GROSS ASSETS INSURANCE IN FORCE 
Ste cduietiedebevtiestesnt $ 43,278.91 $ 95,000.00 
he) chums 60d dpten Seine ete 53,106.27 1,1 
Dt -c bdunedn «daakdeceoual 142,741.60 2,154,370.00 
trGsaés banets 146 ChRecbee 237,351.38 3,004,245.00 
Di £5 sennavtes haneeveun ee 366,655.33 4,612,580.00 
ih, ee |: paca) Se $ 924,157.66 BGs base dvebdadaeweth cc od | ee 5,766,062.00 
sateen se eeeeeneees None —— tapteibiepeonn leceaatppanee 7,700,619.00 
ayieeee ak Sees 12,500.00 EI on Ds vies asian ciel 12,421,688.00 
Sh ou0s sis eedeawedeakicetel 1,745,430.08 14,800,070.00 
oe esecececcesesces 41,747.10 Ba ésiksicuussgessepitotes cee 16,544,008.00 
ete!) ea, Bele 56,659.98 . 
PIR eh He GOOD Chance for GOOD Men to Build GOOD Future 
har “92h Ap Se? SHARE $1,035,064.74 Iowa Minnesota South Dakota Nebraska 
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when he made a certain number of calls 
he would get some business anyway. 

Bob acquired the reputation for being 
a solid, substantial business man and 
was frequently asked to help with pro- 
jects of local public interest. This 
enabled him to extend his acquaintance 
and acquire close relations with the 
prominent men of the community. Bill 
being more of a frivolous character did 
not get these opportunities. 

After being in the business awhile, 
Bob began to go after big policies. The 
longer he was in the work the more his 
power increased through experience and 
study which enabled him to write an 
increasingly higher type of men. Bill, 
who looked upon his occupation as tem- 
porary and did not take the trouble to 
improve himself, still continued to write 
ones and twos. 

Bob was careful of his money. While 
he was getting a start he spent little on 
non essentials. As his income grew, he 
increased his standard of living, but not 
in proportion to his income. He in- 
vested his surplus conservatively. Bill 
was not what might be called a “big 
spender” because he never had a great 
sum at any time. But he spent freely 
when he did have it. He did not think 
it worth while to save anything since his 
income was not large, and at best he 
could only put away a few dollars a 
month. He would wait until he had a 
big income and then he would save fast. 
Some months he would not quite make 
expenses (or, rather, expenditures) so 
would borrow a five or ten from Bob. 
Bob became a creditor; Bill a debtor. 


Methods Told on 
Work of Two Men 


In the course of time the opposite 
methods of these men told heavily in 
various ways. Their different manner of 
doing things led them along different 
paths. Although they still continued to 
work from the same office, they were 
chums no longer. They associated with 





WANTED = 
Young man with actuarial training and ex- 
perience to work under egtuney of $100,000,000 
company, Write giving in full qualifications, 
reference, church affiliation, minimum wage 
expected, and when possible to report for 


k. 
5 Address L-96, 
Care The National Underwriter. 








SALESMAN 


The Beard Insurance Agency of Chicago 
has opening for real live salesman with or , 
without experience. We will train you 
and help you get business. 











different classés of people. Bob had lost 
much of his admiration for Bill because 
of his lackadaisical methods. On the 
otherhand, Bill did not like Bob so well, 
because he envied him his progress. 

Their separation was as though Bill 
had gone ahead on a horizontal line 
while Bob had gone upward at an angle 
of 45 degrees. Bob was given a general 
agency and built up a big business. He 
had a fine home, an automobile and 
numerous comforts and luxuries which a 
good income could well afford. Bill 
finally went out of the business, and Bob 
did not see him for a long time. One 
day they met on the street. It was ap- 
parent to Bob that Bill was “up against 
it.” It was just as apparent to Bill that 
Bob had made good as he had every air 
of prosperity about him. Notwithstand- 
ing his advancement, Bob had as big a 
heart for humanity as ever. He felt 
sorry for his old friend, invited him up 
to his office and gave him a heart to 
heart talk. 


Followed the Methods 
That Led to Success 


“Bill you have been a fool,” he said. 
“You always argued with me that the 
efforts I made were unnecessary; that I 
took too much pains and made too many 
sacrifices to get ahead; that you could 
make good by an easier method. You 
now see the results. I was right and 
you were wrong.” 

Bill admitted both propositions, also 
that he had learned his bitter lesson 
thoroughly, and if he ever got another 
chance he would certainly follow Bob’s 
methods and make good. Bob gave him 
the chance. Bill seized it, did a right 
about face, followed the methods which 
lead to success and made good. 

No intelligent person would leave Chi- 
cago, travel towards Philadelphia and ex- 
pect to reach San Francisco; yet many a 
man travels the road to inevitable Failure 
and wonders why he does not reach Suc- 
cess. 





Arrange for Special Train 


New York, Feb. 5.—The New York 
Life Underwriters Association is plan- 
ning for a delegation of 100 to the 
Convention and annual sales congress 
of the National Life Underwriters Asso- 
ciation at Kansas City, Sept. 29-Oct. 2. 
The convention committee urges that 
reservations be made at once so that 
plans can be laid for the special train. 





Farmers National Examination 


The Indiana insurance department be- 
gan an examination of the Farmers Na- 
tional Life at the home office in Chi- 
cago this weck. 








ability who has built up 


build up a large income. 
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BUSINESS OPPORTUNITY 


A Chicago Genera! Agency of one of the largest 
though most conservative Life Insurance Companies, 
desires the services of a man of energy and sales 


among business and professional men. The agency is 
equipped to give him a thorough education in life in- 
surance and an insight into the most proficient selling 
methods. Unusual opportunity for the right man to 
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AMERICAN HOME’S SHOWING 





Topeka Company’s Report Indicates 
Greatly Strengthened Condition in 
Past Few Years 





The annual statement of the Ameri- 
can Home Life of Topeka, Kan., shows 
that this company at the end of 1924 
shows a surplus of $56,659. At the end 
of 1919, when F. P. Metzger became 
president, the total surplus was $179. 
This is truly a fine achievement. Mr. 
Metzger has been on the job every 
minute. His accomplishment of bring- 
ing this company to its present financial 
condition is worth while. He is deserv- 
ing of much credit. 

A notable increase in assets is also 
shown. Dec. 31, 1919, the assets were 
$511,105. At the end of 1924 the assets 
totaled $1,035,064. The reserves Dec. 
31, 1919, totaled $505,263. At the pres- 
ent time the amount of reserves is $924,- 
157.66. 

In 1924 the company paid a dividend 
to policyholders of $10,000. This is the 
first dividend paid by the company. In 
1925, $12,500 will be paid in dividends 
to» policyholders. 

Quite recently the company has taken 
over the business of the American Mu- 
tual of McPherson, Kan., $134,000 of life 
insurance being taken over in this deal. 
_ Mr. Metzger feels that his company 
is now in a position to actively solicit 
business, and an expansion program is in 
effect. Last year G. R. Glasgow was 
appointed agency director. There is no 
doubt but the company will write a 
very respectable volume of business 
from now on. 





New Association Formed 


_A branch of the Dominion Associa- 
tion was formed last week as the In- 
terior of British Columbia Association. 
The officers are president, G. C. Ken- 
nedy; vice-president, H. Hanley; 
secretary-treasurer, Percy Bates, and di- 
rectors C. F. McHardy and H. E. Dill. 


No Qualification Bill 


Commissioner McMurray of Indiana 
says that he will not have an agency 
qualification bill introduced in the pres- 
ent legislature as there seems to be very 
little demand for it either by companies 
or agents. Cooperation of the companies 
in Indiana, he says, has done much to 
establish a high standard of agency rep- 
resentation in the state. 





Rockford Life Policyholders’ Month 


The Rockford Life is putting on a 
policyholders month during February, 
during which the company will consider 
applications for insurance submitted 
without medical examination, providing 
that the applicant has been examined 
by the company since Jan. 1, 1923, and 
that a standard policy was issued to 
him. The amount of insurance is not 
to exceed $2,000 on male risks and $1,000 
on unmarried and_ self supporting 
women. Ages 15 to 45 inclusive will 
be acceptable. Any plan of insurance 
except term will be written. The com- 
pany reserves the right to require at its 
own discretion a medical examination 
on any case. In Indiana and Iowa, 
where the state requires a medical exam- 
ination a short form examination will be 
required. 


Life Notes 


Thos. C. Baskett, general agent of the 
Travelers at Nashville, attended at the 
managers conference at the home office 
in Hartford. 

Will H. Harris, president of the South- 
ern of Nashville, has returned from At- 
lanta, Ga.. where he has been for several 
days closing a deal with the Standard 
Life. 

George L. Dyer, general agent for the 
Columbia National Life in St. Louis, was 
elected president of the St. Louis branch 
of the St. Mary’s College Alumni Associ- 
ation. 

Walter T. Allen, secretary of the Home 
Beneficial of Richmond, Va., died sud- 
denly the other day. Mr. Allen had 


been with the Home Beneficial for more 
than 20 years. 
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islative matters were also taken up. A) 

invitation was received from the Sout) 

Dakota Life Underwriters to attend thy 

sales conference in Sioux Falls March 1; 
* * * 

Kansas—The seventh annual sales cop. 
gress of the Kansas Life Underwrite, 
will be held in Manhattan early in 19% 
The exact dates, of course, have not bee 
determined, but it will be in the lat 
winter or early spring of next year 
This was the announcement of Ed Tir. 
rill, president of the Topeka associatio, 
following the congress in Topeka lag 
week. The conference last week was th 
largest in attendance and interest anj 
brought together the greatest galaxy of 
insurance speakers Kansas has ever haj 
at one time. 

* * * 


Ashtabula, 0.—The largest meeting of 
the Ashtabula association in many year 
was held Jan. 30. Many men came fron 
Conneaut, Geneva and other parts of th: 
county. Former President J. A. Porter 
of the Ohio State Life presided. 

The principal address was given by 
N. D. Engelman, sales manager for th 
Cleveland agency of the Canada Life, 
“Fundamentals in Selling Life Insur. 
ance.” Mr. Engelman graphically repre. 
sented the dependence of a_ family’ 
standard of living upon the continuane 
of the husband's earnings. “It is better 
to voluntarily accept a slightly lower 
standard, now, in order to carry insur. 
ance, than to have the standard of liy- 
ing take an awful tumble when you get 
old or are suddenly taken away. Life in- 
surance is so free from the taint of ex- 
ploitation. It stores up the excess energy 
of youth in order to maintain life's mo- 
mentum in declining years. Don't do al 
the talking. For God’s sake give you 
prospect a chance to show you what hk 
is thinking about.” 

Clinton F. Criswell, executive secretary 
of the Cleveland association, described 
some of the service rendered by the state 
and National Associations. W. N. Smith 
president, urged the Ashtabula member 
to attend the Northern Ohio sales con- 
gress in Cleveland March 7. 

*x* * * 

Los Angeles, Cal—At the monthly 
dinner-meeting of the Los Angeles ass0- 
ciation, the attendance was over 200. 

The first speaker was Charles K. Brust 
eof the Guardian Life, whose topic was 
*‘Simplicity—the Most Valuable Factor 
in Selling Life Insurance.” His addres: 
‘included a standardized sales-talk taken 
‘from the years of experience of Mr: 
Brust and which is being used with 
‘strikingly effective results by his agency 
force. 

C. H. Von Breton, also of the Guardian 
Life, spoke on “Insurance, a Major Re 
‘quirement in a Balanced Life Program.” 
‘In handling this topic Mr. Von Breton 
‘cited two cases taken from his experi 
“ence. 

The concluding address was by Matthew 
Walker of the Northwestern National, 
on “Helpful Suggestions for the Average 
Agent.” In his talk Mr. Walker stressed 
the importance of self-analysis by th 
agent, the energetic application of his 
knowledge and ability to the perform 
ance of the work undertaken, and th 
inspiration of a determination to wit. 

President Hamilton offered his resif 
nation on account of ill health. A m& 
tion was adopted expressing apprecit 
tion of his work in the interest of th 
association and the best wishes of th 
members for his speedy restoration © 
complete health, and referring the mat 
ter of his resignation back to the boat! 
of directors for consideration. 

At the next meeting Feb. 19, Winslo¥ 
Russell of the Phoenix Mutual, will be 
the principal speaker. The program W” 
be in charge of the Los Angeles agen! 
of that company. 

x * x 


ters. A recent contest for which pris 
‘were given for the best reasons 
‘insurance showed a deplorable ! 
‘knowledge of insurance fundameé 
‘association members said. 

x * * 

Pine Blaff, Ark.—Hunter Knox of = 
‘firm of Knox & Bedell, representing of 
New York Life, is the new president © 
the Pine Bluff association. Edgar pos 
Lster of the Union Central is vice-Pre 
‘dent and Mrs. Annke O. Smart of 





Union Central is secretary and treasure’ 
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